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Trimming Is the Important Part 
of Sport Footwear 


High Colors—Pastels—Reptile Effects 


of sport shoes at Southern re- 

sorts—the sturdy models used 
for golf, tennis and hiking, and 
the lighter, daintier models used 
for lounging and promenading. Un- 
til well into the evening the sport 
influence is characteristic of each 
setting, so it naturally follows that 
the shoes most often seen are the 
semi-sport type -with sufficient 
swagger to suggest sport and with 
sufficient chic to harmonize with 
the suit and give the foot a trim ap- 
pearance. 


[ose are two different types 


HE brilliantly embroidered peas- 

ant color effects so frequently 
seen in the two-piece sport frocks re- 
quire colorful and fanciful shoes 
which tax to the utmost the crea- 
tive and interpretative genius of 
the shoe stylists. Such shoes, early 
sponsored by best dressed women, 
have come to the forefront as the 
leading smart style. The outstand- 
ing feature is diversity of lines and 
ornamental treatments. In some 
places one is impressed by the 
sweeping, swagger lines while in 
others unusual curved strap effects 
or blocked vamp lines and tongues 
produce an ensemble which arrests 
attention. Medium round toe lasts 
with short vamps and fourteen- 
eight spike heels are almost univer- 
sally used. 





It has been said that the heel 
is the style feature of the new 
shoes, and it continues to receive 
special attention in the late models. 
Many of the decorations are now 
carried out in the heel by covering 
it twice,. first with a light weight 
leather of one color and then with 
a contrasting leather with cutouts. 
In this way many of the lines start- 
ed at the top of the quarter end 
with the top lift. A correctly shod 
woman, following the daily routine 
of resort life, must select a higher 
heel each time she changes her 
shoes. For the morning golf hours 
an eight-eight heel must be chosen; 
for afternoon sports wear a four- 
teen-eight spike is used, and for 
evening an eighteen—or twenty- 
eight is correct. 

Black and white, always popular 
for sport wear, is in favor at the 
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A combination of alligator and 
patent colt with braided insert in 
, the tongue 


present time and is reflected not 
only in patent colt appliques on 
buck, canvas, or kid models but 
also in entire shoes of black and 
white basket weave calf. Some time 
ago the RECORDER stylists predicted 
that the raffia woven designs spon- 
sored by exclusive Fifth Avenue 
shops would have an effect on com- 
ing styles, and true to the predic- 
tion we now find this leather im- 
printed to imitate a basket weave 
not only in perfect harmony with 
the style trend but also chosen by 
the smartly dressed women of Flor- 
ida. Black and white checkered 
calf is also used to advantage in 
many models. This imprinted 
leather is not confined to black and 
white, however, as we frequently 
see it in gray and black, tan and 
black, and green and white. 


HE leather most frequently used 

for ornamentation is of reptile 
design. Alligator, lizard, snake, and 
frog are present in so many color 
combinations that the writers of 
natural history are sure to make an 
investigation. In some models the 
hard scales of the alligator have 
been changed to suede. Green and 
white alligator, gray ooze alligator 
in a changeable hue, gold and black 
snake, ivory and brown lizard, and 
green and blue alligator are among 
the combinations used. 

















ALM BEACH, Fla., Feb. 17.— 
White kid is worn by many but 
it is the day of the novelty shoe. 
One thing is evident—the sports 
outfit is to look at, not to play in. 

Automatically, therefore, the 
dressy sport shoe, in keeping with 
the costume, holds sway. 

A sky blue dress ornamented 
with a boat in white carried with 
it a white shoe with a ridiculously 
high blue heel which would never 
get any nearer a yacht than a tea 
party. And on the beach, at the 
noon hour, one sees the shoe made 
primarily to withstand the sands, 
though very practical ones have 
been on view. 

The practical shoe for the beach, 
in my opinion, is the open-work 
Deauville sandal of Morocco leath- 
er with a modified Cuban heel, some 
of which are in evidence. Practi- 
cal, also, for the beach are the 
Palm Beath cloth shoes with col- 
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Novelty Patterns Uppermost at 
Palm Beach 


By Mary E. Bendalari 








The gaudiest of them all—a style 

in which the body of the shoe is 

of cream and white alligator, with 
a strap of black pin seal 


ored leather trims and next to them 
in favor, are the plaited shoes— 
some in contrasts but many in 
white kids. | 

During tea hour in the Cocoanut 
Grove I saw the unique raffia shoe. 
For walking along the Lake Trail, 
milady chooses a lovely shoe of 
linen in a pastel tint. Dorothy Dal- 
ton was seen here recently in a 
white costume accentuated by a red 












tie and dainty red footwear. Ap. 
other costume emphasizing shoes 
was a dull green frock with shoes 
of deeper green. This is a typical 
French trick to bring emphasis on 
one part of the complete costume, 

The newest and most striking de. 
velopment here is the sport after- 
noon dress and costume accessories 
such as the picture hat. 

On the beach are more and more 
in evidence slave bracelets on the 
ankles and some manufacturers 
have obtained the same effect by 
working the slave bracelet design 
into a high ankle strap slipper. 

One girl wearing these shoes had 
a plaited Georgette suit. The slip- 
per was of satin but the bracelet 
which fastened in back was of gold 
kid, giving contrast and carrying 
the desired bracelet effect. So shoe 
jewelry is accepted and we must 
take it into consideration in our 
new designs. 


Ivory Tints Popular in West 


OS ANGELES, Feb. 16.—Cali- 
fornia has no white season in 
the winter, as has Florida, al- 
though some of the better grade 
stores sell whites all year around. 
White shoes are now beginning to 
sell to some extent although the 
season will not really be on until 
May and June. 
Styles in whites are mostly plain, 
though here and there are seen 





buck colonial effect, 


White 

trimmed with a heavily embossed 

leather of white and reddish 
brown” 





some with trim in high colors—pas- 
tel green, baby blue and reptile ef- 
fects. 

Parchments will retard whites to 
some extent, as the ivory tints 
seem to be popular in lighter 
weight shoes. Merchants anticipate 
a big season on light colored styles, 
pumps, one-straps, ties and open, 
lacy effects in both high and low 
heels. 

Sport shoes sell freely through- 
out the year but spring and sum- 
mer will see a decided swing to col- 
ors and colored trimming. Gray and 
parchment are the favorites with a 
tendency toward high heels, even 
spike heels. 

Golf shoe patterns and colors are 
as usual, but dressy footwear will 
be modelled after the newest fash- 
ions in women’s spring footwear. 

In men’s sport footwear there is 
noted a slight swing toward more 


elaborate trimmings and_ colors. 
Young men’s dress shoes are tend- 
ing toward featherweights and light 
tans. 

Los Angeles shoe merchants are 
enjoying a brisk trade with the ar- 
rival of spring. There is every 
reason to believe that the coming 
spring and summer season will be 
marked by an extraordinary sport 
shoe business, 





Low heeled sport type shoe, heav- 

ily trimmed with alligator and 

with metal buckle ornament at 
the front of the throat 
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HE consensus of Texas and 
| ousstoms opinion, supple- 
mented by Louisiana advices, 
indicates that the Middle South 
and Gulf region will go strongly to 
white footwear following a colorful 
Easter. Colors will lighten to cham- 
pagne and parchment for six weeks 
following an early Easter. Then, 
when the trade has made a profit 
on colored kids, calfs and satins, 
the opportunity comes for white in 
all materials, from May 15 onward. 
Faith in colored kids is strong, 
so little cutting of valine will follew 
Easter. Whites will make a distinct 
season of their own in May, June, 
July and August. 

After a style conference, the shoe 
merchants in convention .at Fort 
Worth were given this summary by 
Harold Volk, chairman of the meet- 
ing, as follows: 

Eighty per cent of the white de- 
mand will be for all white. The 
next best idea is a little black trim- 
ming over white, and only in high- 
grade sport shoes will there be any 
use of vivid colors for trimmings. 
Look for 65 per cent of the white 
demand to be for heels, 14/8 or 
under, the 14/8 models to he Span 
ish effect, and 13/8 in box effect. 
For promenade wear the high heels 
look good, but for actual participa- 
tion-in sports, the lower heels will 
rule. 

In the white demand 45 per cent 
will be for strap patterns, and the 
remaining 55 per cent will cover 
all fancy front pumps, gores and 
step-ins. The season looks good for 
whites, as a new feature following 
high colors, so that next Fall the 
turn can be made to darker colors 
and black, with each season, 
Spring, Summer and Fall, getting 
its share of the public purse. 

If the shoe trade will work in an 
orderly manner, giving to each sea- 
son its proper place in fashion, the 
result will be profitable to mer- 
chant, manufacturer and tanner. 

In selecting high heeled patterns, 
the factor of fit has an important 
value. The higher the heel, the less 
foot action and foot extension. As 
@ result the high heeled numbers 
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Texas Says White Will 
Follow Colors 


are fitted shorter than ordinarily. 

White kid has the right of way 
in feminine footwear with other 
materials for appliques, especially 
in lop-sided patterns where one side 
of the shoe is different from the 
other. White calf in men’s foot- 
wear, plus white buck-skin trimmed 
with tan or black are leaders. 
White fabrics have a place also in 
women’s shoes, satin is to appear and 
linen is a possibility because of the 
idea of tints in footwear as noted in 
Florida. The use of Panama straw 
develops a new angle of style in foot- 
wear and this material will be con- 
spicuous in high grade shoes. As a 
new-material it has achieved nation- 
wide acceptance. The harmony of 
straw hat and shoes, both in white, 
is a factor in its popularity. 

The jazz idea in patterns is 
bound to find its appearance in 
sport-type footwear for  after- 
Easter wear. Three-eyelet oxfords 
with trimmings of reptile leathers 
over white already are assured 
sellers. Sport welts or low heeled 
types of shoes for actual sport 
wear with some white or smoked 
horse shade is a surety in popular- 
priced footwear. 

There is assurance of a very pop- 
ular sport season ahead. The lower 
types of heels for day time wear 
clash with the trend for very high 
heels for evening or party wear. 
However, both are salable and indi- 
cate a wide selection and a greater 
opportunity for the merchant to 
profit. The O’Rossen tuxedo dress 
effect is being watched for its influ- 
ence toward black in footwear. The 
opportunity for a surprise costume 
is ever present. It will mean a more 








White kid trimmed with embossed 
snakeskin — in light tan and 


eep brown 



























The Texas girl in style all the 
while 


typical shoe and will be out of line 
with average stocks of few sizes 
and many styles. 

The South, by tradition, is strong 
for white—this year it feels san- 
guine that it is right. 


Reed House Organ Published 


A new house organ in the shoe 
trade has made its début. “Matrix 
Impressions,” an eight page tabloid 
size publication, produced by the 
advertising department of E. P. 
Reed & Company, Rochester, N. Y., 
manufacturers of the Matrix Shoe 
for women, made its initial appear- 
ance early last month, and will be 
published monthly hereafter. The 
publication is well made up and con- 
tains matter of general interest to 
the dealers handling the Matrix 
shoe. It is well illustrated and con- 
tains, in addition to serious matter 
designed to aid the dealer, a humor 
column and interesting bits of news 
about the Reed organization and 
personnel, as well as personal news 
about the family of Matrix dealers. 
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Here’s shoemakers and _ other 
Things. Center shows two 
Ohioans — Milton Adler and 
Herbert Lape—wintering in 
Southern California, while the 
lower left shows Mrs. B. W. 
Pigot, who has taken over the 
management of the biggest shoe 
concern in England. Other fea- 
tures of this pictorial line-up are 
an educated monkey appearing 
on the New York stage, and a 
Paris dancer, Edmonde Guye, on 
her way to Florida 
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We ran out of shoemakers, so 
on this page we show an almost 
sxtinct quadruped ; proof positive 
that they “rolled ’em” in 1890; 
Ned Wayburn dancing with a 
ladylike gentleman; and a pic- 
ture of one of Washington’s 
beautiful debutantes, Miss Fran- 
ceska McKenney, dressed in her 
“coming out” gown. Wayburn, 
by the way, insists that dancing 
the Charleston is good for the 
Jeet 
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The Greatest Fault 


HEN a trade gets to that low tide in its ex- 

perience that it finds no good in itself, sees 
no opportunity ahead and lifts its voice in lamen- 
tation for that day of old—that trade is poisoning 
itself. The greatest need of the hour is a rekin- 
dling of optimism in the trade and a new spirit that 
“all has not gone to the graveyard.” 

For example, a shoe store in a bright little busy 
town has as its boss a grouch. Nothing is done 
right, no man’s opinion but his own is worth listen- 
ing to, and that proprietor wonders why his clerks 
are hang dog, down in the mouth over everything 
in the shoe business. He is doing a fair business 


and making a fair profit but no clerk feels secure 
in his job nor positive of money in the pay envelope 
on Saturday. 
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This same fault is duplicated in hundreds of 
stores. The boss doing his buying, off to market, or 
at conventions and then coming back saying “you 
fellows sell these now,” instead of doing as a good 
merchant of consideration for his fellow workers, 
might do, select the shoes by and with the counsel 
of his men in the store and with a knowledge of 
sizes as well as salability. Where the new number 
fits into the stock for a well-balanced business is 
something you can only get in your own shoe store. 

The young men coming into the shoe business to- 
day lack a pride of craft, a joy of work, a love of 
accomplishment and in most instances it is directly 
traceable to mismanagement, misdirection of effort 
and a disgruntled view of service to the public. 

How about helping these newcomers to the shoe 
business to get a better viewpoint of its great fu- 
ture, for it has opportunity for service and for 
profit, through work? The love of the craft is 
something to encourage. It is betterment of your 
business of the spirit of everyone who works for 
you and with you—is ambitious. Build up—don’t 
tear down. 


None-So-Blind Stores 


O you readers remember that old rhyme about 

the girl, who, “when she was good she was 

very, very good, but, when she was bad she was 

horrid.” Stores are like that. Some of them are 

almost too good to be true and some of them are 
so bad that they are horrid. 

Here is a contrast. In a small city, on the same 
street, within a stone’s throw of each other are two 
stores. One of them is an old timer, as time is 
measured, about twenty-five years old. The front 
is all plastered over with flaming signs, painted in 
red, yellow and green. A “Tremendous Sale” is in 
progress. The windows are all covered with sale 
bills. You cannot see in. The door, even, is cov- 
ered with sensational signs. You enter. At once 
“your nose knows.” That smell! It is reminiscent 
of some old, moldy cellar that has not been aired 
nor cleaned for years. 

There are two decided odors. One is shoddy 
clothing. No mistaking that smell once you know 
it. There is another smell—moldy leather with a 
bloom on it. The air is damp and chilly. The little 
bit of light that gets in discloses piles of shabby 
merchandise, counters and bins filled with job lots 
of shoes. Prices at from 79c. to $3.79. In the 
rear is a little gas stove without a vent. It is burn- 
ing up all the good air. 

A sleepy individual sits beside the gas stove read- 
ing a sensational paper. He looks up but does not 
speak. He hopes you will go out without bothering 
him. There is not one other person in the place. 
You ask for the proprietor. It seems that he is 
away for the day. Gone to the city. Probably try- 
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ing to borrow money. You stick around for a few 
minutes to see what will happen. The tired clerk 
reads his paper. You study the stock. Mostly 
empty cartons. All fly-specked and time soiled. 

Not a new thing. Not a sign of enterprise. It 
is like one of those old burying grounds. You feel 
as if you were reading epitaphs. At length you go 
out into the air and breath deeply and thankfully. 
It feels good out there in the sunshine. You would 
not return to that dank and musty atmosphere for 
the best article in the place free of charge. 

But let’s go down the street, half a block, to the 
other store. Ah! Here is life! A new, modern 
front. Big, beautiful windows, brilliant with color, 
clean as soap and water can make them. They 
fairly glisten. Snappy shoes on display. Cards 
of real art. Not too much of anything. Just 
enough of everything. You want to goin. You 
have an urge to enter that place. Inside, you are 
greeted at the door by a well-dressed, much-alive, 
alert and courteous young man. Although you 
may look like a traveling man with something to 
sell, your welcome is none the less cordial. 

Smells? Oh, yes! Good smells. The nice, clean 
leather smell that a shoe man loves. Also a smell 
of cleanliness. Know what that means? Did your 
mother ever tell you that you “smelt clean?” It’s 
soap. It’s sanitation. It’s the niceties that accom- 
pany good merchandising. You love the place. 
There are many customers in there. But there is 
not one sale sign. Not one shoe “slaughtered.” 
Money is changing hands. Pretty girls buying 
beautiful shoes. Mothers with children—buying. 
A long show case of hosiery with an intelligent girl 
showing the new shades to an interested and eager 
lady. 

In the rear is an office. You are invited to enter. 
The boss is there, looking over some accounts. 
He lays everything aside and devotes himself to 
your service. Suddenly you 


are aware that you have ® 


taken up more than 30 |: oo 
minutes of this gentleman’s 
time. You apologize and ? 
start to go but he insists 
that you sit down again and 
talk. He asks you intelli- 
gent questions and gives 
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signs. No one going in. No one coming out. A 
graveyard. A monument to inefficiency, or stub- 
bornness. Evidently a man who refuses to see 
what his eyes disclose. Its a good wager that if you 
asked him what the matter was he would tell you 
that the big cities are taking all the trade away 
from the small towns. Too bad. “There are none 
so blind as those who will not see.” 


Visiting Around Is Helpful 


HE RECORDER man went into a store and found 

the proprietor out. The clerk said he had gone 
visiting. Seeing a look of inquiry on the face of 
the traveler, the clerk went on to say: “The boss 
takes one day out of every week to drive out into 
the country and visit around amongst the farmers. 
He says he learned that from the politicians. They 
visit around when they are running for office. They 
get elected, too—some of them.” 

Pressed for further information he continued: 
“The boss believes that the average farmer likes 
to have some one visit him. At home he is hos- 
pitable. He wants you to come in and talk awhile. 
He wants you to eat with him, to walk around the 
barn lot and look at his cattle and horses, his new 
tractor, his new baling machine. He appreciates 
a visit from the town man because on the farm he 
is at home and at ease. In town he is ill at ease 
and in a mood to freeze up. It’s strange but farm- 
ers have a sort of suspicion of town people—in 
town. They feel that town people are out to skin 
them. But when that town man visits the farm 
and meets the farmer on his own level it is dif- 
ferent. 

“The boss never talks shop to the farmers when 
he is out visiting. He talks about the things the 
farmer is interested in. He keeps as far away 
from town topics and store offerings as possible. 
When he leaves he bids the 
farmer and his wife good- 
bye and invites them to 
drop in and see him when 
they happen to be in town. 
And I have noticed that 
they usually come in here 
feeling very much at home. 
The boss takes a lot of them 
home with him for lunch, 








you real information con- 
cerning local business. 
You want to ask him a 
thousand things, but re- 


or dinner as they call it. 
That means a return of hos- 
pitality. And it pays this 
store. You bet.” 





frain. You know that you 
are facing a real merchant. 

After awhile you tear 
yourself away and go out 
onto the street. You look 








There is something for 
merchants with rural trade 
to think about. It means 
cultivating a better under- 











down there at that poor old 
store all plastered over with 


If balloon pants get any wider how will we know 
what shoe styles are? 


standing with the rural 
community. 
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Advertising Is Not a Cure-All 
Other Factors Count 


expectations. 


The trouble is that too 
many of us have heard ad- 
vertising lauded to the skies 
so many times that we over- 
estimate what its real func- 
tion is and what its real 
power is. In other words, 
have been too prone to 
consider that advertising in 
itself is a sort of magic 
which insures success. 

The sooner we adopt a 
sane view of the place ad- 
vertising should occupy in 
our business, the better it 
will be for our business 
and for advertising. For 
advertising is not the whole 
show—it is just one of the 
acts. Think over the busi- 
ness failures you know and 
reckon how many of them 
have been due to poor pub- 
licity. Very few, if any. 
Any quantity or quality of 
publicity probably would 
not have prevented these 
failures. 

On the other side of the 
picture, look at the busi- 
ness successes you have 
known. How many of them 
have been due solely or in 
large part to advertising? 
Certainly not all. True, 
advertising may have had 
a share in building the 
steps to success, but the 
other branches of the busi- 
ness were strong, too. 
Proper coordination of all 
the activities of a business 
is what brings home the 
bacon. 

What are some of the 
factors that should be dealt 


Assistant 
School of Administration and Finance, Hanover, N. H. 


ANY retail merchants who 
M do not believe in advertis- 

ing probably hold this po- 
sition because they were once over- 
sold on this method of procuring 
business and were disappointed to 
find the results did not come up to 
Others, who do not 
advertise, hold strong doubts as to 
its efficacy as a business getter. 


By Albert W. Frey 


Professor of Marketing, Amos 





Location—Suitable stock of mer- 
chandise—Adequate service—Prop- 
er financing. 

These are the factors, in addition 
to advertising, which must cooper- 
ate if the store is to be a success, 
says Mr. Frey. 
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THE OXFORD is the 
NEW DREss PUMP 


lizard-finished leather 
the newest trimming theme 


$12.89 


QNbo longer 1s the oxford confined to 
the class of tailleur footwear On the 
contrary The new oxfords trp confi- 
dently to the matinee or tea, aware of 

their style-preeminence. 









Patent, with black lzard-finished 
leather. Grey hid with grey lizard. 
frnished leather, Santerne kid-with 
Sauterne lizard-finished leather 







MNCL S—Saand Floor, Middle Building 
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Well illustrated, well laid out, well written and 
newsy 


Tuck 


with before advertising can be ex- 
pected to perform its 
satisfactorily? 
matter of location? The store that 
is poorly situated can advertise 
forever and get no return unless it 
has some compensating factor to 
make up for this poor situation. 
After all, we all like to trade where 
it is easiest to trade and will go 


function 
First, there is the 


out of the way only when 
we feel we will be repaid 
for it. ; 

Then there is the ques- 
tion of stock—amount, va- 
riety as to size and style, 
quality and price. If the 
stock is suited to the mar- 
ket in these four respects, 
we have gone a long way 
towards success. Bear in 
mind “suited to the mar- 
ket.” Not the largest 
amount of stock in town, 
not the greatest variety, 
not the highest quality, nor 
the lowest priced. Simply 
enough stock of the right 
quality and at the right 
price to insure adequate 
turnover with a minimum 
of lost sales and a suf- 
ficiently long profit. Ad- 
vertising that gets people 
into a store that cannot 
satisfy their desires should 
better never have been 
written. 

Having proper stock is 
closely linked with giving 
proper service. Here again 
balance must be sought. 
Too much service may eat 
up profits. But the cus- 
tomer does expect the store 
to be attractive, the light- 
ing to. be good, the seats 
to be comfortable, and the 
salesmen to be courteous. 
There are undoubtedly 
stores that you will not 
patronize because you 
“don’t like the looks of the 
place” or because you 
“can’t get any attention 
from anybody.” Be sure 

[CONTINUED ON PAGE 67] 
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Black and white again to the fore! 
White kid and either patent or dull 
black kid. 


A dainty combination of black patent 
trimmed with lizard skin. The pattern 
does not repeat on both sides of the shoe. 


& 


Another instance of the popular, “lop- 
sided” pattern—this one in patent and 
parchment colored kid. “ 
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One of the heavier looking types of sport 
shoes—white trimmed with tan calf and 
square brass buckle. 


In this case, the lizard or snakeskin trim 
carries down over the heel. Notice the 
ornamentation on the quarter. 


If not cubistic, it certainly is “curvistic” 

with its oval ornament ai the throat and 

fantastic curve on the quarter. Patent 
and parchment 
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A dainty all white creation with contrast- 
ing stitching and a pretty fairly high 
heel. The leather is either kid or calf. 


Lots of perforations but only in: the 
strap. The body of the shoe is white 
with lizard or alligator trim.. 





Mostly lizard effect with a portion of the 
quarter, ina lighter color, carrying for- 
ward and attaching at. the throat. 
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Black and white again, the black trim 

being embossed to represent snakeskin. 

This style is cut low in the shank a la 
the sandal. 


A 





Blonde or parchment kid goes well with 
a contrasting trim of either embossed or 
smooth tan kid or calf. 


For the woman who places a high valua- 

tion on fanciness—deep brown trimmed 

with parchment or blonde. The strap 
carries the trim color. 
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All over white is always safe. Here is a 
rather elaborately pinked and perforated 
number of white buck with soft toe. 


There is a tendency in the south and west 

toward white with colored trim. In this 

case the trim is an embossed lizard skin 
effect. 


Bionde is a new color note in men’s foot- 

wear. It closely resembles the parchment 

color. This number has an exceptionally 
high throat. 
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Another all-over white number with natural 
finish sole and heel. This shoe is of white 
elk. 


Just to show how doggy a shoe can be if 
it sets out to make a record. The trim in 
this case is alligator. 


Another blonde shoe is shown here. Inci- 

dentally some manufacturers balk at the 

word “blonde” in connection with men’s 
footwear. They prefer “tan bark.” 
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White buck with fancy stitched ornamenta- 
tion on the quarter. The blucher pattern 
makes a good sport shoe. 


Black and white is also nearly always a safe 

bet. In this case the ball strap is extended 

back toward the quarter of the shoe to 
give additional support. 





} 
Smoked elk and tan calf—a delightful har- 
mony of durable leathers and suitable for 


knickers. 


| 
yi / wear with almost any color of trousers or 
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Presidents Three—All Agree 


That in union of service there is strength. Clasped hands for 1926. W. 
Ardmore, Okla., president of the Oklahoma Shoe Retailers’ Association; F. A. Whiffen, of 


Dallas, Tex., president of the Southwestern Shoe Travelers’ Association, and Louis 


H. Prather, of 
. Tuf- 


fly, of Houston, Tex., president of the Texas Shoe Retailers’ Association 


Oklahoma Learns “How to Sell” 


After Texas Crowd Had Emphasized “What to Buy” 
—Dallas Wins Victory as Next Convention City 


HREE conventions at one time 

—a rodeo of events and inci- 

dentally a real volume of or- 
ders placed—that’s the round-up of 
the Texas Shoe Retailers, Okla- 
homa Shoe Retailers and South- 
western Shoe Travelers Conven- 
tions at Fort Worth last week. Clas- 
sified, the Texas merchants talked 
style on Monday, the Travelers and 
merchants talked cooperation on 
Tuesday and the Oklahoma mer- 
chants debated “How to sell the 
last pair” on Wednesday. Best of 
all, they held to the program and 
actually delivered the goods in each 
classification. You have read in 
last week’s issue the style synopsis, 
you are cognizant of the new place 
of importance held by the traveling 
shoe salesman who puts you right 
on style—and as Frank B. King put 
it, “the future salesmen must be 
traveling builders of business rath- 
er than traveling men.” 
Let us give to Oklahoma her day 
in’ national interest. Her major 


topic was “How to get the goods 
sold.” Under the leadership of W. 
H. Prather, of Ardmore, the high 
points of discourse were: 


SE of the “month-end” sale as a 
feature of getting rid of the last 
pairs at a profit and if not at a 
profit, to get rid of them at any 
cost. The new situation of fanci- 
ful footwear arising this season, 
short lines selected and millinery 
methods of purchase by the fem- 
inine public, necessitates a new 
practice of distribution. When 
every woman wants a pair of shoes 
different from her neighbor, it means 
shorter lines purchased and more 
left-overs in end sizes. This con- 
dition was outlined and some mer- 
chants argued for the month-end 
sales period, four days in length, 
so that all styleful goods were sold 
out to the last pair while still in 
the fashion. 
W. H. Prather told of his clean- 
up method—a P. M. on slow sellers 


of 25 cents, then a 50-cent P. M. 
when the lot is down to five pairs 
and a one dollar premium for the 
close-out of the last pair. He said 
“you would be surprised to see how 
many lines we close out with that 
inducement of one dollar P. M. for 
the last pair.” He puts P. M. ona 
bad buy immediately, then if it 
doesn’t move in a few days a cut 
in price and a P. M., too. Shoes 
are perishable merchandise and 
should be handled accordingly. 

C. H. Mueller said the fault in 
the month-end sale system is that a 
lot of people will hold off buying 
until that period comes around. 
He has tried successfully a $5 
clean-up sale in the middle weeks 
of every third month. 


ILLIAM E. BUCKLEY uses 
the term P. O., meaning “put 
over” as a marker to his salespeople 
that the store would like to put over 
that certain number with a rush. His 
month end sales are never run to 








ail 


Hats off to Fort Worth—for it 
contains two of the greatest hosts 
in the country, Lee E. Langston 
and E. C. Jordan. Lee is regional 
governor for the N. S. R. A. and 
convention chairman, while E. C. 
was secretary-treasurer of the 
Texas organization and the hard- 
est worker in the State 


interfere with Saturday or Monday 
selling dates. 

A merchant from Oklahoma indi- 
cated that his best clearance meth- 
od was “one pair at its regular 
price and an additional pair for five 
cents extra if the double purchase 
were made in the clearance period.” 

C. H. Reed startled the inter- 
ested audience when he said “we 
never have a sale in our dull 
months for we pull them in the 
height of the season. We give our 
16,000 customers a two-day special 
offer. We write to them telling 
about a specific size and style and 
indicate a two-day period of special 
service, to customers prior to the 
regular sale. This gives us two 
days of real selling on what we 
particularly want to move.” 





NOTHER merchant suggested 
for his own experience that it 
was better to show clearance foot- 
wear in a case within the store than 
to put in the window, thereby mak- 
ing some customer who had pre- 
viously bought that particular style 
feel that she had been stung with 
something out of style. 

L. F. Tuffly told of marking the 
date on the front of every box on 
its first being racked, for a guide to 
age and its need for sales pressure. 
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B. L. Dillingham said that dual 
stocks had a lot to do with left-over 
numbers. The interest in broader 
toe lasts for women and men de- 
veloped so strongly that all efforts 
by shoe people to mould opinion to 
the narrow effects were without 
avail. The demand is for French 
type toes and will continue for 
some time to come. 

The consensus of opinion was 
that the frequency of style changes 
necessitated a more careful study 
of cleaning-up stock, not by sea- 
sons, but by months, or weeks, or 
daily so that stock will be sold at a 


“time when the shoes are approxi- 


mately in style. 

So much for the high lights on 
clearance for the meeting became 
a general debating event, each man 
trying out on his neighbor, some 
idea on which he desired counsel. 

Conventions are social affairs as 
well as business sessions. Some 
comment was made on the school of 
experience with some clarifying of 
the situation by Major Charles T. 
Cahill summing up conventions and 
results therefrom in one word — 
“education.” These conventions 
are actually colleges of merchan- 
dising practice with each attendant 
merchant taking an ad lib. course, 
picking up here and there an idea. 

On the subject of credits, a very 
vital topic in the South, one mer- 
chant gave another a card bearing 
the following: “Credit given here, 
if you are over 84 years of age and 
attended by your parents.” 

On the social side the conven- 
tion had three grand get-together 
luncheons atended by everybody in 
the shoe trade, a banner style show 
staged by Walter Taylor with 32 








young ladies skilled in dancing the 
Charleston—it was a wow. 

A banquet with oratorical talent 
from far and wide, a pre-conven- 
tion banquet by the travelers and a 
finale in the social triumph of a 
grand ball. All of these events 
were held in the Top o’Texas rooms 
of the Hotel Texas, Fort Worth. 


HE slogan “Pep in Every Step” 

was well taken and observed in 
the most orderly business-like and 
resultful convention ever held by 
the shoe men of Oklahoma and 
Texas. Great credit was given Fort 
Worth for its hospitality. 

In the course of events officers 
for the coming year were elected 
for each organization in its turn: 

Oklahoma will be led by William 
H. Prather, of Ardmore, Okla., 
president; Rex Rees, of Muskogee, 
first vice-president; S. Stern, of 
Tulsa, second vice-president; Sol 
Jacobs, of Tulsa, secretary and 
treasurer. Members of the Board 
of Directors are: L. Lyons, Tulsa; 
J. W. Krueger, Ardmore; J. E. 
Brecheisen, Muskogee; R. A. Hor- 
ton, Okemah, and Day Fezler, of 
Oklahoma City. 

The Oklahoma bunch feel that 
their state is the fastest-growing, 
spending-est state in the Union and 
it is planned for the officers to tour 
the state in a membership cam- 
paign. 

The election of officers of the 
Texas Shoe Retailers’ Association 
was the most spirited meeting of 
the convention. Dallas was present 
in full strength to carry the con- 
vention site to the sister city in 

[CONTINUED ON PAGE 67 | 
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Buford McWhirter 
of Waco, Tex. 


Secretary-Treasurer President F. A. Whif- Vice - President R. E. 
fen of Dallas, Tex. Bell of Fort Worth, 
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Tex. 


No convention is complete without the travelers, and this trio holds high 
office through election at the Southwestern Travelers’ Association convention 
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Oklahoma-Texas Shoe Roundup 





No convention in the country shows a greater muster of members and their wives than Texas-Oklahoma. This is 
only a section of the attendance at the banquet, for it extended well out into the neighboring hall, at the Texas 
Hotel, Fort Worth 


The only convention in the country where the women are organized into an auxiliary body. The ladies serve in hospitality 
to visiting wives of shoe men, cooperate in style show work and stimulate an interest in footwear bought, by giving their 
feminine opinions as to its salability to other women. The ladies’ committee consisted of Mrs. Robert M. Logan, chairman; 
Mrs. E. H. Muse, vice-chairman; Mrs. Jno. L. Ashe, Mrs. Leo M. Baker, Mrs. R. E. Bell, Mrs. J. F. Benton, Mrs. Marvin 
Brown, Mrs. H. W. Byers, Mrs. H. T. Compton, Mrs. Tom Collins, Mrs. M. C. Funderburk, Mrs. Virgil Garrett, Mrs. M. 
E. Harle, Mrs. F. R. Haynes, Mrs. R. A..Hearne, Mrs. W. N. Hinckley, Mrs. Hubert Holland, Mrs. MiltomIkard, Mrs. E. 
C. Jordan, Mrs. W. E. Justin, Mrs. J. S. Justin, Mrs. A. W. Langston, Mrs. L. E. Langston, Mrs. A. Maples, Mrs. I. U. 
McAllister, Mrs. A. McKenna, Mrs. W. B. Newkirk, Mrs. James Offutt, Mrs. Porter W. Owen, Mrs. W. O. Senters, Mrs. 
H. K. Taylor, Mrs. J. C. Taylor, Mrs. W. B. Taylor, Mrs. D. L. Tandy, Mrs. J. E. Vollmers, Mrs. W. D. Wilhoit, Mrs. 


H. M. Young and Mrs. J. P. Boyd. 
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American Store Architecture 
Spreads to Germany 


American Methods Being Adopted Also 


The entrance door is 
framed in nickel. The 
name, Arthur Jacoby, is 
of wrought metal and is 
part of the door pull 


At the right is Mr. Jacoby’s size control 
device, a series of upright columns, de- 
noting sizes and widths. Green celluloid 
disks slip over these columns, denoting 
that a pair of that size has been sold. 
Sales lost because the wanted size was 
not in stock are denoted by red disks 


The color scheme of the Arthur 
Jacoby store in Berlin is blue— 
blue silk on the walls, framed 
in walnut; blue leather uphol- 
stery, and blue carpet. The 
hosiery department is in the 
rear. The glass-topped cabinet 
in the center of the floor is for 
the display and sale of buckles 
and other shoe ornaments 


HE store front juts out eight feet into the street. Windows are mahogany finish— 
the front of a cement mixture known as Travertine, similar to the Caen stone treat- 
ment used so much in this country. The firm name, of heavy bronze, is illuminated by a 
stage light above. A switch on the outside corner of the store front enables passersby to 
give: themselves additional light at night. After being turned on, however, the light re- 
main lighted for only three minutes. The store interior is indirectly lighted by inverted 


bowls, framed in silver, and suspended from the ceiling. 
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“Perhaps you are confident of 
arousing your customer's curios- 
ity?” 


HE House of Selfridge, Lon- 
| don, recently awarded a prize 
to the salesperson writing the 
best essay on the subject of “Intro- 
duction in Relation to Salesmanship.” 
The winner was a young woman, who 
briefly defined good salesmanship as 
“knowing what pleases the cus- 
tomer.” She further stated that 
technique includes both actual and 
descriptive presentation of the arti- 
cle. This essay “hit the good sales- 
manship nail on the head,” in the 
opinion of T. K. Kelly, head of the 
T. K. Kelly Sales System of Minne- 
apolis, who read it to the retail shoe 
salesmen group at one of the eve- 
ning sessions of the Northwestern 
Shoe Retailers’ Association conven- 
tion of Jan. 13-15. 


Salesmanship Is an Art 


“The art of salesmanship is so 
vast, so complex and so enthralling 
that books, not mere articles or 
pamphlets, have been written on the 
subject,” the essay states. “Courses 
lasting months are undertaken by 
students and, as Mr. Strauss in his 
lectures to the buyers recently men- 
tioned, colleges have been erected in 


The Retail Shoe Salesman 


Let’s Get More Shoes Sold Right Through Learning How to Do It! 
Advancement Through “Know-How” 


Salesmanship Is Pleasing the Cus- 
tomer—Introduction Important 


the United States of America for 
this study, among others. 

“But, from the retail and depart- 
mental store point of view, no more 
interesting and absorbing topic 
could possibly be discussed than the 
‘Art of Introduction in Relation to 
Salesmanship.’ 


Knowledge, Interest, Enthusiasm 
“Knowledge, interest, enthusiasm 
and manner all come under the cate- 


gory of salesmanship, and the charm 
of it all is that one begets the other. 














“Study your customer deeply” 


“If you have knowledge of a thing, 
be it merchandise, literature, art, 
sport, or even religion, you are nat- 
urally interested in it. You read, 
possibly, matter which to the unin- 
terested conveys nothing and is 
easily forgotten; but to you, who 
understand and are interested, what 
you read you remember. Again, in- 
terest and knowledge bring enthusi- 
asm. We all love to feel and know 
that we hold something in our 
brains which the next man—or 
woman—has not; we love to feel we 
are experts, to be deferred to and to 
impart to others that knowledge; 
this makes us enthusiastic, and as 
we absorb what we see and hear 
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from others about those things 
which we are interested in and have 
knowledge of, it broadens our out- 
look, increases our interest until we 
become an ‘expert.’ 

“Now, in salesmanship all these 
foregoing are essentials; but there 
is one thing more, and that is the 
power, the will and the art to be 
able to introduce those things which 
we ourselves are so enthusiastic 
about and interested in, and to in- 
troduce in such a way and with such 
a manner that the customers can 
only feel pleased and delighted that 
you have done so, and not ‘bored’ or 
‘annoyed’; that you have wasted 
their time. 


If at First You Don’t Succeed, Try 
Again 


“The art of introduction is to dis- 
cover what would be the most pleas- 
ing to your customer, to know ex- 
actly where to put your hand on it, 
to display it at the psychological 
moment and in a manner no one, 
however pedantic, could possibly re- 
sent. Never be depressed or down- 
hearted because your first or second 
introduction fails to produce a sale; 
in all probability it was your own 














“Don’t argue with customers, or 
contradict them” 
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fault because you were not suffi- 
ciently enthusiastic, as enthusiasm 
is contagious; or your manner was 
wrong, or you did not answer ques- 
tions as an expert should; try again, 
as it is all experience and it is only 
after years of practice that you can 
become perfect. 

“It has been said by one of the 
greatest sales managers of the day 
that an article once handled is 50 
per cent sold; therefore, so far as 
is possible, and unless you are con- 
fident of your powers of rhetoric and 
capabilities to arouse your cus- 
tomer’s curiosity, you should always 
produce for the customer’s inspec- 
tion and handling the article you are 
going to introduce at the precise 
moment. It is useless to say, ‘May 
I be allowed to show you a special 
line of merchandise which arrived 











“In your enthusiasm you may be 
guilty of assertiveness—this is a 
terrible mistake” 


from a leading shoe style maker 
only yesterday?’ and then take five 
minutes to find this line. 


Study Your Customer 


“Try to memorize exactly where 
your stock is, study your customer 
closelij'as you are waiting on her, 
deduct from her conversation just 
the type of woman she is; sum up 
what out of your stock you feel she 
would be interested to see, and then, 
with every ounce of enthusiasm in 
you, determine you are going to 
create a sale. In your enthusiasm 
you may be guilty of assertiveness; 
this is a terrible mistake; never con- 
tradict your customer, but ask her 
opinion or advice, as people dearly 
love to give their opinions; state 
facts, and if you know your stock, 
where it is manufactured, how it is 
manufactured, how it compares with 
other ‘similar lines, you will be in- 
teresting and a saleswoman, and the 
power to introduce lines will come 
naturally. 

“In conclusion, the most helpful 
advice which can be given to a 
student of salesmanship who wishes 


Problem for February 


How Would You Sell a Shoe to 
Any Customer for the Occasion? 


Our problem for January was 
unintentionally omitted. With Feb- 
ruary, we are commencing again to 
award cash prizes to the salesperson, 
man or woman (those not actually 
engaged in selling footwear in a re- 
tail shoe store excluded) who writes 
the first and second best answers on 
the subject assigned. 

The first prize of $10 and second 
prize of $5 will be awarded this 
month for the first and second best 
article on the topic of “How Would 
You Sell a Shoe to Any Customer 
for the Occasion?” 

This article must be addressed to 
the Editor of “The Retail Shoe Sales- 
man,” care of the BOOT AND SHOE 
RECORDER, 207 South Street, Boston, 
Mass., and should reach us before 
March 8. 








| Have a Laugh or Two 


(If you know a good one, send it 
along.) 


“How’s the shoe business?” 
“It’s very trying—off and on.” 
—Tand Bros. Shoe News. 


The boss recently received a 
letter from one of his salesmen 
who was on a wedding trip, as 
follows: “I am sitting by the 
Niagara Falls drinking it all in.” 

—Sample Case. 






































Telephone Operator (to another 
T. 0.) —“This is awful. All the 
wrong numbers are busy, so I'll 
have to give this party what he 
asked for.” 









—Ohio Sun Dial. 








Applicant—“How much do I 
get for doing the weeping act in 
this show?” 

Manager—“Thirty-five cents an 
hour.” 

Applicant—“What? For crying 
out loud?” 

—Hamilton Royal Gaboon. 
















FLAPPER MUSIC 


With rings on her fingers 
And bells on her galoshes 
Milady makes music 
Wherever she sloshes. 
—Drury Academe. 



















“When I was in China I saw a 
woman hanging from a tree.” 
“Shanghai?” 
“Oh, about six feet.” 
—Amherst Lord Jeff. 












to get out of the rut of being an 
assistant and to learn how to intro- 
duce, is to earmark an article when 
he or she enters the store in the 
morning and say, ‘I am going to sell 
that number today.’ To every cus- 
tomer the salesperson will produce 
and talk about it. Try this, sales- 
people. At the end of the day you 
will find that from saying half a 
dozen words about the article you 
have woven quite an interesting 
little story about it. That is sales- 
manship!” 


Greenwood Talks National 


The address of Fred N. Green- 
wood, president of the Boston Re- 
tail Shoe Salesmen’s Association, 
Inc., at the 1926 N. S. R. A. Chicago 
convention stressed improvement of 
































Fred N. Greenwood, president of 
the B. R. S. S. A., carried two big 
planks to the Chicago convention 


service to the public through the 
formation of a national body. He 
was well received, was accorded a 
prominent place on the program, his 
talk was broadcast throughout the 
hall, and he sat on the platform with 
the leaders of the N. S. R. A. 

President Greenwood was sent to 
Chicago by his association to tell 
the retail shoe merchants of the 
country in convention assembled of 
the purpose, work and results of his 
association, with the belief that the 
facts, as set forth by him will in- 
terest the large number of mer- 
chants present to encourage a simi- 
lar movement among the retail shoe 
salespeople in their home stores and 
cities. 

For three years the Boston Re- 
tail Shoe Salesmen’s Association has 


“gent its president to Chicago, en- 


tirely at its own expense, with al- 
truistic motive and always the same 
idea—to form a National Retail 
Shoe Salesmen’s Association. The 
Boston Association, now in_ its 
twelfth year of existence, has 
trained a large group of men in an 
improved service to the public. 
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“When the idea of a retail shoe 

salesmen’s association was intro- 

duced in 1914, some merchants 
were worried” 


Mr. Greenwood spoke in part as 
follows: 

“The great object of the Boston 
Retail Shoe Salesmen’s Association 
is improvement of service to the 
public. I do not need to repeat what 
you have all heard so often and what 
you all admit and recognize as true 
—the need for bettering the service 
of shoe stores at the point of con- 
tact with the people. 

“You meet the customers of your 
stores through your _ salespeople. 
They are your representatives. 
They are you to the people. If there 
is to be improvement in their ser- 
vice, it must be had through the in- 
dividual salesmen. It is difficult, 
almost impossible, to. accomplish 
this by working with individuals— 
time doesn’t permit that. But it is 
neither difficult nor doubtful, if it is 
accomplished through a group. That 
is what we have been doing in Bos- 
ton for twelve years. 


Mutual Helpfulness 


“When the idea of a retail sales- 
men’s association was first consid- 
ered in Boston there was consider- 
able objection from merchants, 
There was fear of a ‘clerks’ union’ or 
something of the sort. But the men 
who first conceived the idea of this 
association had wise heads on their 
shoulders. They knew that the im- 
provement of retail salesfolks as 
such could not be brought to pass 
selfishly, or at the expense of either 
the control or the interests of the 
dealers. And something like a mira- 
cle then took place—the merchants 
almost to a man were made to see 
that this was a common cause and 
of mutual interest. When this was 
made clear, the merchants gladly 
joined in with us and have so con- 
tinued to this day. We never have 
a meeting without several of the 
employers being present. There is 
the best of good feeling among the 
salespeople and their employers. 
Both sides recognize their mutual 


interests. It is a case of union in 
good works and in mutual helpful- 
ness, 

“The first plank in our program is 
cooperation with our employers. We 
live up to that principle. We would 
not change it if we could. 


Education a Strong Point 


“As improvement of store service 
is our great object, we recognize 
that this can be accomplished only 
through education. So everything 
that we do hangs on that theory. 
Together we have in these twelve 
years studied our problems of sales- 
manship. Trade leaders in all lines 
have appeared before us as experts 
to explain leathers, materials, shoe- 
making and everything that a shoe 
salesman needs to know about the 
product that he handles. We have 
considered every phase of retail 
selling. We -have endeavored to 
qualify ourselves individually as ex- 
perts, and I believe that in a very 
good degree we have succeeded. 

















“It is easier to educate in associa- 

tion groups,” said President 

Greenwood of the B. R. S.S. A. at 

the N. S. R. A. Chicago conven- 
tion 


“The result has been this: The 
representative retail shoe stores of 
Boston have probably the most en- 
lightened, interested and enthusias- 
tic body of retail salesfolks of any 
city in the country. Moreover, we are 
a ‘happy crowd,’ contented only with 
doing our level best for our em- 
ployers and recognizing that our 
own progress is bound up with 
theirs. 


Cooperation the Keynote 


“Will you appoint a committee to 
consider the feasibility of forming 
a national association of retail shoe 
salesmen, under the advice and with 
the counsel and cooperation of the 
N. 8S. R. A.? It will afford the Bos- 
ton Retail Shoe Salesmen’s Associa- 
tion much pleasure to cooperate with 
merchants and salespeople in any 
cities in this country with the object 
of forming local associations of this 
character.” 
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“What's New in 


‘the News?” 


Radiograms Regarding Retail 
Shoe Salespeople 


Harris with Hofheimer 


NorFOLK, VA.—Samuel A. Harris 
has recently joined the Hofheimer 
Bros. Co. shoe sales force at the 
Granby Street and Brooks Avenue 
store. Mr. Harris is well known in 
retail footwear circles and will be- 
come a valuable adjunct to Hof- 
heimer methods of service. 

He joined just prior to the re- 
moval sale that is now in progress 
and which will continue until they 
enter their new home, now in the 
course of completion, at 205 Granby 
Street. 

The new shoe store will be one 
of the finest retail stores in the 
country and every floor will have 
special features for men, women and 
children. 


To Hold Manufacturers’ 
Night 


BostoN—President Greenwood of 
the Boston Retail Shoe Salesmen’s 
Association and his committees have 
determined to hold “Manufacturers’ 
Night” on Monday, March 1. To 
this meeting have been invited 
the leading manufacturers, mer- 
chants and other members of the 
allied shoe trades of New England, 
also the editors of the Boston trade 
papers. An interesting entertain- 
ment is being arranged. The Boston 
boys are planning to make this a 
real trade “get-together.” The place 
of meeting will be Dupont’s. The 
program will be preceded by a six 
o’clock dinner. 

















News travels fast these days. Re- 
tail eg ig must know the 
test” 
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Meditations 
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of a Woman 


Customer 


By Helen Rowland 
in “The Lima Republican”—(Sent by Moke Bros., Lima, Ohio) 





The Shoe Clerk Who Under- 
stands Women 


Y daughter, there be two 

things at which I marvel; 
nay, three which are wonderful 
unto me. 

The way of a ship in the air, the 
way of a submarine under the sea, 
and the way of a shoe-clerk with a 
woman. 

* * t 

Alas, where wilt thou find chiv- 
alry, where wilt thou find grace of 
manner, where wilt thou find gal- 
lantry, in a world of sheiks and col- 
lege cut-ups? 

* * * 

Go to the Shoe-Clerk, thou Simple 
Soul! Consider his ways and be 
satisfied. 

* * * 

For, in all the Land, he is the 
only man that goeth down on his 
knees to a woman! 

Verily, knighthood hath passed 
away and Sir Walter Raleigh is no 
more; yet is there One Man left 
who delighteth to serve the Fair 
Sex and sitteth at its feet! 






















“I always endeavor to pull the 
thistle from life’s path” 


eo. = 


Behold, all his ways are full of 
tactfulness, and his tongue is full 


of flattery. 
* & * 
He delighteth the heart of the 
Human Hieroglyphic with his 


praises of her slender last, and 
assureth the Cunader that her feet 
are “too small” to walk upon. 





He complimenteth the Antique 
upon the beauty of her arches— 
and persuadeth the Flatfoot that 
she is one of the Three Graces in a 
short-vamp. 

He saith, “Alas, a high instep 
may be aristocratic—but thine is so 
extremely high!” He saith, “How 
distinguished is a long foot!” 

* * 7 

He telleth every woman that her 
foot is “difficult to fit’—and every 
woman, in her heart, thinketh her- 
self a Cinderella! 














“He perceiveth not the hole in the 
toe” 


He perceiveth not the hole in the 
toe, nor the darn in the heel. He 
is blind to the wrinkles upon the 
beefy ankle. 

Knees are as nothing in his life, 
and a pair of calves no more dis- 
tracting than a pair of salt-shakers! 

He is so discreet! 

* * * 

He knoweth every woman’s secret 
weakness, and getteth upon the 
right side of her vanity. His pa- 
tience runneth over. 

Nay, though she try on twenty- 
two pairs and depart without buy- 
ing, he doth not rise in his wrath 
and smite her. Her vanity and her 
struttings do not cause him to 
smile. He breatheth with her 
whims, and holdeth his peace. 


Ah, would to heaven, every hus- 
band had been a shoe-clerk in his 
youth! For, verily, verily he alone, 
“understandeth” women !—Selah. 





Helpful Hints 


(From The Potter Shoe Co.'s 
Salesmen’s Manual) 


AMILIARIZE yourself’ with 
price changes. 

In addressing. woman customers 
always say “Madam,” and never 
“Lady.” 

Be attentive while customers are 
examining goods; show a real inter- 
est in them and their purchases. 

Use your spare moments to study 
your new stock. Make up in your 
own mind little selling talks about 
each model. Be ready to answer 
authoritatively every question your 
customers ask. 

Keep your stock clean and orderly. 
After a sale, tidy up your shelves 
and boxes. Do not leave merchan- 
dise lying around. 

Dress cleanly, neatly, and con- 
servatively. Especially see to it that 
your shoes are always shining ad- 
vertisements of the store. 

Remember that absence from your 
department throws an unequal bur- 
den on some other sales person and 
decreases the amount of your per- 
sonal sales. 

Do not permit false pride to pre- 
vent you from “pitching in” and 
helping with honest labor when such 
work is required. The power to do 
big things usually arises from a will- 
ingness to do little things well. 

Don’t assume a superior attitude 
toward customers. Don’t argue with 
them, or contradict them. Be re- 
spectful at all times. 

Don’t misuse any of your store 
privileges. 

Avoid “knocking” or argument. 







































Don’t let false pride prevent your 
“pitching in” and helping with 
honest labor 


And remember, adways, that 4 
pleased customer is your best asset 
and our best advertisement. 

Let it be said that as I pass along 
life’s road, I always endeavor to pull 
the thistle and plant a rose in its 


‘ place.—Lincoln. 
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your own store is not in this class. 

Financing goes hand in hand 
with the. other requisites of good 
business. Insufficient funds to 
have proper stock or adequate 
service, to give satisfactory credit 
and to maintain good credit stand- 
ing with your sources of supply, 
will not be atoned for by any kind 
of advertising. 


UMMING up, then, there are 

many factors that determine 
whether or not you can keep out 
of the red ink figures. Great 
strength in one of these phases of 
the business can be easily offset 
by weakness in some other phases. 
It is a question of making every 
policy the strongest policy possible, 
and then wisely administering all 
these policies so that they dovetail 
properly. 

Supposing that we have a well 
located store, properly stocked, 
neatly equipped and with courte- 
ous, intelligent salesmen, are we 
ready for advertising? Yes, sane 
advertising—advertising that re- 
alizes it is but a form of selling. 

Will advertising, under these 
ideal conditions, bring returns 
enough to justify the expenditure? 
Not necessarily. Advertising can 
be poor or good just as can quality, 
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Advertising Is Not a Cure-All 


[CONTINUED FROM PAGE 50] 


price, location or anything else. 
Several faults can be found with 
much retail advertising. 

In the first place, copy is often 
poorly written. This is usually the 
result of jotting down a few half 
baked ideas five minutes before the 
forms close at the newspaper office. 
A store should try to establish a 
definite copy policy and take the 
necessary time to follow it. 

In the class with poorly written 
copy is copy that attempts to be 
“clever.” The day of “clever” ad- 
vertising is past. A few statements 
of fact, well told, are worth many 
“smart” generalities. Facetious 


“advertising is as distasteful as the 


facetious, loud salesman. 

Many well written advertise- 
ments are spoiled somewhat by 
poor mechanics—ill suited type, 
inappropriate illustrations or an 
unbalanced layout. Proper speci- 
fication will care for this difficulty. 
In many cases, however, local con- 
ditions will not permit these weak- 
nesses to be overcome. 


DVERTISEMENTS may be too 
large or too small or untimely 

in their appearance. No set rules 
can be set up as to just what size 
space should be used qr how often it 
should be used. The best teacher 





| 


here is experience and common 
sense. Do not make the mistake of 
judging advertising on the basis of 
one or two insertions. Give it a 
fair trial. Many a dealer has been 
disappointed in not greatly increas- 
ing his business from the first two 
or three advertisements. It is folly 
to expect large immediate returns; 
advertising is a long time invest- 
ment. 


ASTLY, advertising is too often 
untruthful or bordering on the 
untrue. This fault is much less in 
evidence today than it was at one 
time, since we have been learning 
our lesson. Prospective customers 
who enter our store to get shoes 
we have advertised and find that 
we don’t have the shoes at all or 
that the shoes are not as repre- 
sented are unlikely to call again. 
It is far too easy to exaggerate and 
employ superlatives and we must 
be careful in this regard. The 
better stores are very careful. 
These foregoing paragraphs have 
not been written as an attack on 
advertising. On the contrary, they 
are supposed to constitute a strong 
defense for it. They attempt to 
show that advertising is all right 
when certain other policies are 
properly set and followed. 


Oklahoma Learns “How to Sell’ 








1927. Election was by ballot and 
nearly two hundred members at- 
tended—proving that officership in 
this association is sought for by the 
right men and not an obligation by 
impressment. Those elected were: 
President, Louis F. Tuffly, of Hous- 
ton; first vice-president, H. L. 
Davis, of Waco; second vice-presi- 
dent, Harold Volk, of Dallas; third 
vice-president, H. R. Sanderford, of 
Wichita Falls; fourth vice-presi- 
dent, George Baum, of Corsicana, 
and secretary-treasurer, W. B. Tay- 
lor, of Fort Worth. Out of ten 
names put up for the three years’ 
term as directors, the following 
were elected: C. H. Reed, of Abi- 
lene; L. E. Langston, of Fort 
Worth; Ben Webber, of San An- 
tonio; Carl Mueller, of Austin, ont 
Ed Kelton, of Dallas. 





[CONTINUED FROM PAGE 61] 


After Harold Volk and his side 
had presented the case of Dallas for 
the convention city next year, L. E. 
Langston did as much for Fort 
Worth. When the votes were 
counted, Dallas had won and all 
present indicated attendance next 
year in Dallas. Resolutions of 
thanks to the Fort Worth commit- 
tee, the Texas Hotel, the business 
press and to all cooperators con- 
cluded the business sessions. 


HE third organization to meet 

and elect officers was the South- 
western: Shoe Travelers’ Associa- 
tion. As presiding officer Ewel H. 
Nourse, of Fort Worth, brought 
into discussion the new plan of co- 
operation insurance, whereby every 
traveling shoe man is entitled to an 
insurance rate on the group plans 





no matter what his age and no ex- 
amination test for health. Strictly 
association business was completed 
showing the association in good 
standing and particularly effective 
in accomplishments. In the elec- 
tion F. A. Whiffen, of Dallas, be- 
came president of the Southwest- 
ern Shoe Travelers’ Association; R. 
E. Bell, vice-president and Buford 
McWhirter, secretary-treasurer. 
No convention would be complete 
without the presence and support 
of the traveling shoe salesmen and 
in this event they outdid them- 
selves in hospitality and in the way 
of compensation, although that 
was not an obligation. The shoe 
merchants present bought more 
shoes than at any previous conven- 
tion, in fact, buying was prolonged 
after the convention had departed. 
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A New Spring Creation 
by Selz 


B-796—Made of Ohio Leather Co. 
LUXOR NOBBY TAN. Circular 
seam oxford. Frenchy model, half 
Wingfoot rubber heel, Goodyear 
welt. B 6-11, C and D 5-11. 
Price—$4.60. 


Write or wire SELZ 
Chicago—Pittsburgh 


or Spring 19026 
Also ~ 
Tiger Tan 
Goldenrod 
Nobby Brown 





A dressy color for dressy shoes—that’s NOBBY TAN. 


And, moreover, it’s a practical color for practical men. 
It’s quick to “put across” the idea of “class”; yet it’s slow 
to show soils or stains. 


Write for Free Copy As for cleaning—LUXOR LEATHERS are far famed 
of for that inimitably smooth finish which cleans and shines 
“The Story of Leather” up like a new dollar with practically no “elbow grease.” 


Your customers will take kindly to shoes made of LUXOR 
LEATHERS in the new shades for spring. 


The OHIO LEATHER COMPANY 


GIRARD < OHIO 











Shis tS a ik Calf Year 
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— C. H. ALDEN COMPANY— 


DESIGNERS AND MAKERS OF MEN’S FINE SHOES 











For Easter 


A dressy light weight oxford 
Hague last 


BOSTON OFFICE, 10 HIGH STREET 














FACTORY AND EXECUTIVE OFFICES 


! ABINGTON, MASS. 


When writing to advertisers please mention Boot anp SHog Recorper 
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“It Takes On Added 
Beauty in the Shoe” 


Shoe by courtesy of 
E. T. WRIGHT & CO., INC. 
Rockland, Mass. 























Make a Success of SUMMERWEIGHT Shoes 
By Using The Logical SUMMERWEIGHT 
Leather—BLACK KID 


Since “SUMMERWEIGHT” shoes must be more or less plain 
in pattern, style distinction can only be given them by lasts of ultra 
smart shape and leather of innate richness. 





In adopting SURPASS KID to obtain this important leather dis- 
tinction, makers of highest quality shoes for men are demonstrating 
black kid at its best by showing it on lasts of real style character. 


Many millions of men who prefer kid shoes will this Summer have 
an opportunity they have often wished for—to buy their favorite 
leather in smartly shaped styles. 


SURPASS LEATHER CoO. 


17 Battery Place - New York 





Sales Offices in All Large Shoe Manufacturing Centers 
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Visit the sales 
room nearest you 
in the following 
cities: 
Cincinnati, Ohio 
68 Wiggins Block 


Raleigh, N. C. 
Shepard Building 


Seattle, Wash. 
902 Terminal Sales 
Bldg. 

Mich. 


Detroit, 
403 Lafayette Bldg. 


Kansas City, Mo. 
817 Central St. 


San Francisco 
Bellevue Hotel 


Sacramento, Cal. 
Capitcl Hotel 


Les Angeles, Cal. 
Hotel Angelus 
Portland, Ore. 
345 Sherlock Building 


Omaha, Nebr. 
406 Arlington Block 


Chicago, Ill. 
406 Security’ Building 


Cleveland, Ohio 
237 Arcade Building 


Indianapolis, Ind. 
Dennison Hotel 


Mem: phis, Tenn. 
227-8 Winfry Bidg. 


Dallas, Texas 
219 Santa Fe Bidg. 


Pittsburgh, Pa. 
Hotel Henry 


Knoxville, Tenn. 
St. James Hotel 


Birmingham, Ala. 
402 Lincoln Life Bldg. 


New Orleans, 
403 Tudor Building 
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. OBIN HOOD Shoes fit the financial 

requirements of every class of trade. 
They are made in Welts, McKays, Goodyear 
Stitched and Turns and appeal to parents of 
small means who must buy low priced footwear 
and also satisfy those who can afford to pay the 
price for the better grade of Welts made of the 
finest selected leathers over the very latest lasts 
and patterns. 


Cooperative advertising that supports the 
Robin Hood line includes many really wonder- 
ful features, such as the original Douglas Fair- 
banks Robin Hood motion picture film, posters, 
souvenirs, novelties, direct mailing, etc., all for 
your benefit and to help you increase your sales 
and net profit at the end of the year. 


Write for complete catalogue and prosper by 
handling the line that has made this Company— 


The Fastest Growing Shoe House in America 


GENTRAL SHOE Go. 


Manufacturers 
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St. Louis, U. S. A. 
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More Popular Than Ever 


We Are Making All the 


RAJAH SOLES 


Our Factory Can Produce 


SR Re NSARM 
= neers a a 


OUR December prediction that the millions 
who have experienced the supreme foot 
comfort and service of RAJAH would demand 
them even at advanced prices is being amply 


fulfilled. 
ALFRED HALE RUBBER CO. 


Established 1837 


ATLANTIC, MASS. 
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CAPITALIZING - A» 
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In Our Shipping Department 


—Everything’s cleaned up each day! 


Fisher Inside construction wins and holds customers. 

This feature is something to talk about. Luxurest shoes are different 
and the service EXCELLENT. 

Such merchants as Thomas Boyd & Co. of New York City, National Shoe Co. 
of Chicago, Ill., N. Heintz & Sons, Quincy, Ill., Milton J. Meyer & Co., New 
York, sell Luxurest Comfort Lines in the popular-priced field. 

Why don’t you? 


Send for catalog showing Complete Comfort Line 
IN-STOCK 


" > Stock No. 0940 


Stock No. 0335 Patent Leather. Slash Strap Stock No. 072% 
Stylish one-strap Patent Lea- Pump. Combination Last. Black Vici Kid Oxford. Stylish 
ther Pump. : Rivet steel shank. —Serviceable. ; 

EEE widths. Sizes 4-9. EKE widths. Sizes 4-9. E widths. Sizes 3-9. 


$2.60 $2.50 $1.65 
“Shoes for the Occasion” Terms: 5% 30 days N. B. S. M. A. 


Pre! Fi sHER &\0 IN IN “ 


MANUFACTURERS OF COMFORT FOOTWEAR 


ounce. LYNN, MASS. . 260.2% 
216 Lincoln Street 9 os 45 So. Wells Street 


Philadelphia Office: 44 N. 4th Street, Merchants Building 
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In Stock 
TWO STYLISH NEW MODELS 


TRAYMORE 
$521 
cA new model 
IN STOCK 
















N THE HEIGHT of fashion—and 
5 more—MATRIX SHOES are the 
| most comfortable shoes made—because 
) | only MATRIX SHOES fit the ottom of 








the foot. That’s what women know 












about them. 
- re Satin One 
Dealers know that MATRIX SHOES nny Sow 
i ‘ or bound, 1% Cov- 
) | are the only shoes invoicing 100 cents ered Cuban Heel. 
| at all times—a markdown is never *6 











necessary—and customers come back 
| | bringing friends for this most-talked 
| of shoe being sold today. 


VERNON 
Two strap 
cA new model 
IN STOCK 















More particulars will gladly be furnished. 






New York Style Studio: 
Marbridge Bldg., 
Broadway at 34th Street 










Philadelphia Office: 
325 Forest Building 








Chicago Office: 
1316 Republic Building 











280 Last, 13 covered Cuban heel. 3 
$504 Black Glazed Kid . . $6.25 

$509 Patent Colt. . .. . $6.10 5 
$514 Golden Brown Kid . $6.85 S 





Men’s Matrix Shoes made by 
_ALDEN, WALKER & WILDE 
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lowa Shoe Travelers’ Auxiliary 


Make Merchants’ Meet Huge Success 


Indiana Travelers Backed Buyers’ Week—Southwestern Travelers 


Hold Big Meet 


ONGRATULATIONS to the Iowa Shoe Travelers’ Auxiliary! They 
G cooperated well with the Iowa Retail Shoe Dealers’ Association at 

the very successful convention held at the Hotel Fort Des Moines, 
Feb. 16-18. The boys of the Shoe Travelers’ Auxiliary had charge of the 
entertainment program; which: included the “Sparkling” Style Revue 
and a number of new features. The fifty models were especially trained 
for the occasion at the Rose Lorenz Dancing Studio. We are showing 
herewith the pictures of the “Prexy” of the Iowa Shoe Travelers’ Aux- 
iliary, “Jack” Clark and that of the secretary-treasurer, Carl P. Ort- 
lund. J. E. William Prescott, chairman of the Publicity Committee, 
was “right on the job” every minute from the very start. The Iowa 
boys are very fond of J. E. William, and rightly so, for he is an earnest 
worker in their behalf and that of the merchants. 


Congratulations to Indiana of all past successful events. The 


Congratulations to the Indiana ladies helped their “knights of the 
Shoe Travelers’ Association for grip” on many of the important 


their good work in cooperating 100 committees. 


SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 


Carl P. Ortlund, secretary-treas- 
urer of the Iowa Shoe Travelers’ 
Auziliary 


per cent with the merchants on 
“Indiana Buyers’ Week,” held at 
Indianapolis Feb: 1-3. There were 
over 150 lines on display and over 
half a thousand retail shoe mer- 
chants from Indiana and adjoining 
States registered. It was probably 
the most resultful “Buyers’ Week” 


The travelers acted as hosts to the 


F. E. Hart, president of the Indi- 
ana Shoe Travelers’ Association 





President Evans Speaks at Texas 

The Southwestern Shoe Travelers’ 
Association held a most successful 
joint convention with the Texas- 
Oklahoma retail shoe merchants 
Feb. 8-10. Over 300 lines of shoes 
and accessories were on display. 
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delegates and guests at the conven- 
tion banquet. Among the guests of 
honor and speakers at the South- 
western joint get-together was Na- 
tional President Charles W. Evans 


of Chicago. President Evans gave 
an elaborate account of the work ac- 
complished by the N. S. T. A. and 
an outline of its future work. 


Ohio Valley Meets 
March 1-3 


The shoe travelers of the Ohio 
Valley are squarely behind the Ohio 
Valley Shoe Retailers’ Association 
convention. George F. Scholl of 
Columbus, who represents’. the 
Brockton Co-Operative Shoe Co., is 
secretary-treasurer of the Ohio 
Shoe Travelers’ Association. Mr. 
Scholl writes the RECORDER under 
date of Feb. 6: “From the way res- 
ervations are coming in, there is 
going to be a big crowd. The com- 











“Jack” Clark, president of the 
Iowa Shoe Travelers’ Auziliary 






mittees are making arrangements to 
house all nicely, with the coopera- 
tion of the new Neil House with its 
655 rooms. The entire second floor 


will be devoted to this convention, 
with booths on the mezzanine and 
rooms on the upper floors.” 


Over 200 reservations were on file 
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FD&C 


The Symbol of 


ty 66 9° e 

| a Class” in Kid 
| Bois de Rose 

No. 154 
if Caramel 

| No. 158 

if Sauterne | 

| ? No. 164 

Blondine 

No. 233 


Ascot Tan 


No. 40 
Parchment 














No. 21 
Golden Brown 


No. 31. 
Opal Gray 
No. 26 


Pearl Gray 

No. 264~ 

Titian 

No. 163 ; 

Blue Royale Made by 


No. 81 MASTER 
F. B. & C. White CRAFTSMEN 
Glazed Kid 
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AMALGAMATED LEATHER COS., Inc. 
319 Arch Street, Philadelphia, Pa. 
_Factories, Wilmington, Del. 
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George F. Scholl, secretary-treas- 

urer of the Ohio Shoe Travelers’ 

Association. He represents the 

Brockton Cooperative Boot & 
Shoe Co. 


when Mr. Scholl wrote to the RE- 
CORDER, and others are coming in 
fast. Retail shoe merchants are 
writing the various hotels asking for 
sleeping rooms. 

“From the way everything is 
breaking,” said Secretary Scholl, “it 
will be the biggest convention ever 
‘pulled off? in Ohio. I advise all to 
get in touch at once with P. W. 
Smith for rooms; L. Bamburger for 
booths. Address these men care of 
the Columbus Shoe and Leather 
Club, Chittenden Hotel, Columbus, 
Ohio.” 

Mr. Scholl states that all applica- 
tions should indicate the amount of 
table space wanted and whether or 
not sleeping accommodations in the 
same room are desired. Each appli- 
cation should be accompanied by a 
check for $10 (the rate of the rooms 
will not be raised), this in addition 


to the $10 for the privilege of show- | 


ing. 


Ross Bates Is an Orator 


Ross W. Bates, a past president 
of the Northwestern Shoe Travelers’ 
Association, a World War “vet” and 
one of the real thinkers of “the 
good ship” N. S. T. A., gave a right- 
from-the-shoulder talk at the North- 
western Shoe Retailers’ convention, 
held at Minneapolis last month. Mr. 
Bates represents the Kropp Shoe Co. 
of Columbus. His talk was “chuck- 
full” of many suggestions for shoe 
trade betterment through a closer 
understanding and cooperation be- 
tween retail shoe merchant and shoe 
traveler. 

He stressed the point that much 


time and money would be saved 
merchant, manufacturer and repre- 
sentative if the shoe buyer would 
only realize the fact that the shoe 
traveler has to maintain a given 
schedule of travel and that it is not 
just for the shoe buyer to keep the 
traveler waiting while he is attend- 
ing to something else, either in the 
store—and often outside—which 
could be just as well done the next 
day, while the traveler tries to pa- 
tiently sit in the store listening to 
the train that he had planned to take 
for the next big town whizzing by. 
And thus the traveler is obliged to 
incur the expense of an extra night 
at the local hotel, when the shoe 
buyer might more advantageously to 
himself have looked at the shoe trav- 
eler’s samples then and there. He 
said that the shoe travelers—mem- 


Ross Bates, ex-president of the 
Northwestern Shoe Travelers’ As- 
sociation, whose talk at the Hotel 
Radisson, of Jan. 14, on “Retail 
Shoe Merchant-Shoe Traveler Co- 
operation” was one of the big 
“hits” of the Northwestern Shoe 
Retailers’ Association’s convention 


bers of the N. S. T. A.—had always 
tried to suit the shoe buyer’s con- 
venience and would continue so 
to do. 

Mr. Bates read the N. S. T. A. 
code of ethics and suggested more 
interest by retail shoe merchants in 
their associations and in attendance 
at conventions. He suggested that 
the principal idea behind trade con- 
ventions was knowledge, not enjoy- 
ment only. 


Kalisky’s Boat Ran on Reef 


“Joe” Kalisky of Chicago and sis- 
ter are now enjoying the delightful 
country and climate of Hamilton, 
Bermuda. But before they reached 
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the friendly port they had a big and 
unexpected thrill. On Feb. 1 the 
Araguaya, on which “Joe” and sister 
were southward bound from “The 
Windy City,” ran aground on a 
reef. A strong current sets in at 
this locality, and on Feb. 1, on ac- 
count of the recent heavy weather, 
it was unusually dangerous. 

S OS calls brought assistance to 
the shipwrecked and the perilous 
situation was soon averted. With 
the incoming tide of the late after- 
noon the boat was floated and the 
350 passengers continued their trip. 


B. S. T. A. Meeting 


A most enthusiastic special meet- 
ing of the Boston Shoe Travelers’ 
Association was held Saturday, 
Feb. 13, to consider the matter of 
group insurance, in accordance with 
the action taken at the N. S. T. A. 
Chicago convention. The _ special 
committee appointed to formulate 
plans for this group insurance re- 
ported on its activities. To be en- 
titled to the group insurance, Secre- 
tary Noll stated that it is necessary 
that the annual dues of $6 for 1926 
be paid, The slogan of the meeting 
was “1000 members for 1926.” 


Bluhm with Central 


Otto H. Bluhm is now with Cen- 
tral Shoe Co. of St. Louis, covering 
Chicago and South Side, including 
Gary and Hammond. 

He will maintain offices at 406 
Security Building, Chicago. He is 
in the office every Friday, at which 
time he hopes all his former cus- 
tomers when in the Loop will drop 
in and see him. 











Otto H. Bluhm, with Central Shoe 
Co., with offices at 406 Security 
Building, Chicago 
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“Ed” Macklin, “Foot Saver” dem- 
onstrator for — & Kokenge 
0. 


“Ed” Macklin on Trip 


“Ed” J. Macklin, “Foot Saver” 
demonstrator for Julian & Kokenge 
Co., wrote the RECORDER under date 
of Feb. 1, that he was on his way to 
the Pacific Coast, stopping off at 
most all of the larger cities, broad- 
casting, lecturing and showing his 
moving pictures at the various 
women’s clubs throughout the coun- 
try. “Ed” is surely a “live-wire.” 
“Ed” stopped off at Fargo, N. D.; 
Billings and Helena, Mont.; Spo- 
kane; Turrell’s shoe store at Seattle; 
Tacoma, Portland, ’Frisco, Oakland, 
San Jose, Modesto, Fresno, Los 
Angeles thence to Hollywood, where 
Mr. Macklin is going to have a 
comedy set of pictures snapped; Long 
Beach, Santa Ana, San Diego; then 
back to Phoenix, Ariz.; Kansas City, 
St. Louis and Cincinnati—from 
thence east—to Boston and Maine. 


Waiting at Essex Junction 


Essex Junction is a small town in 
Vermont, a short and easy “run” 
from Burlington, but when once there 
the traveler is often subjected to 
such long waits that pleasant mem- 
ories of the Junction ‘seem to be a 
minus quantity. George J. Lovely, 
who covers New England. and 
Canada for the Dalton Shoe Co., is 
among those who have waited at 
Essex Junction. He has recently 
sent the RECORDER the following 
poem, clipped from a Boston paper, 
written by E. J. Phelps of Vermont, 
United States Minister to England 
in President Cleveland’s time, who 
himself was detained several hours 
at Essex Junction. 
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Essex Junction 


we ane face and battered hat, 
e that told of blank despair, 
ion — sdon bench the traveller sat, 
Cursing the fate that brought him there. 
“Nine hours,” he cried, ““We’ve lingered here 
With thought intent on distant homes, 
Waiting for that delusive train, 
That, always coming, never comes, 
Till weary, worn, cold and forlorn, 
And paralyzed in —— function, 
“I hope in hel 
Their souls ——& dwell 
Who first invented Essex Junction. 


“I’ve travelled north, I’ve travelled south, 
O’er mountain, forest, prairie, river, 
In ocean's storm, through desert’s drought, 
In railroad smash and steamboat’s shiver, 
While hope and courage faltered not, 
Nor strength gave way nor faith was 
shaken, 
Until I reached this dismal spot, 
By man accursed, by G forsaken, 
‘Where strange, new forms of misery 
Assail men’s lives without compunction, 
And I hope in hell 
Their souls may dwell 
Who first invented Essex Junction. 





“Here Boston waits for Ogdensburg, 
And Ogdensburg for Montreal, 
And late New York long tarrieth 
And Saratoga hindereth all; 
From far Atlantic’s wind- -swept bays, 
The Mississippi’s turbid tide, 
All accidents, mistakes, delays 
Are gath ered here and multiplied. 
Oh, fellowmen! Avoid this place 
As you vo re = or = Funk shun: 


their A Fd, - dwell 
Who first invented Essex Junction. 


“And long and late conductors tell 
Of trains remote, shipwrecked and slow, 
Till every engine’s dismal bell 
Takes up the cry ‘No go! No go!’ 
Oh, let me from this hole depart 
By any route, so ‘tis a long one,” 
He cried, and with a sudden start 
He jumped on board the train (the wrong 


one), 
And as he vanished in the smoke 
He shouted with redoubled unction: 
“IT hope in hell 
Their souls may dwell 
Who first invented Essex Junction.” 





Glass Off for Ohio Valley 
Meet 


Louis Glass of S. Rosenberg & 
Son, Inc., left Boston the week of 
Feb. 7 to attend the convention of 
the Ohio Valley Retailers’ Associa- 
tion, which will be held at Columbus, 
March 1, 2 and 3. 

He took with him a full line of 
samples which he will display at the 
Neil House, where the convention is 
to be held. 


Hammill ““On the Job 
Again” 


For five years merchants in Pitts- 
burgh welcomed the smiling face of 
T. M. Hammill, salesman for the Beal 
Pratt Shoe Company of Milkwaukee, 
Wis. Just before the reorganization 
of that company took place and the 
firm name changed to the Walter 
Booth Shoe Company. “Ham” de- 
cided that he’d try new fields for his 
well known talent for selling men’s 
footwear. That story isn’t here nor 
there—for the Walter Booth Shoe 
Company has announced that Mr. 
Hammill is once more “on the job” 































T. M. Hammill, who represents 
the Walter Booth Shoe Co. of 
Milwaukee 


for them and selling Walter Booth 
shoes with all the enthusiasm for 
which he is well known. 


Kirk with Goodyear 


Glove Co. 


Joseph H. Kirk, who for the past 
ten years has been connected with 
the Hood Rubber Products Company 
of Des Moines, Iowa, has accepted a 
position with the Goodyear Glove 
Company out of Chicago. Mr. Kirk 
is well known to rubber footwear 
trade and carries with him the well 
wishes of all the trade in his new 
position. 


Cobbs with Creel, Mauldin 
& Chambers 


Herman Cobbs of Springfield, 
Tenn., who has been identified with 
the firm of Dunlin, Glenn & Co., at 
Springfield, for the past five years, 
accepted a position recenfly as a 
traveling shoe salesman with the 
Creel, Mauldin & Chambers Shoe Co. 
of St. Louis, and is now covering 
Louisiana and Arkansas territory 
for this company. 


John Kahl Is fill 


John Kahl, one of the Pacific Coast 
boys for many years, is very ill at 
his home in Schuyler, Neb. John 
had a large circle of friends in his 
former territory. Two years ago, 
he retired from the road and re- 
turned to Schuyler. The last line 
he represented was Fiebrich-Fox- 
Hilker Shoe Cos. 


“Character is life, dominated by 
principles.” 














RE REI EIN 














B 827—Patent Leather 
B ae see Glace 
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If Saddle ‘Straps. 5.25 
solid Leather Heel with rub- 
ber top lift. 


PATSY LAST * 


Solid” Leatuer Heel with rub- 
ber top lift. 
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IN STOCK 


Menihan Arch-Aid Shoes—scien- 
tifically correct footwear embodying 
comfort and style in patterns that 
are up-to-the-minute and popular— 
ready for Immediate Delivery. 


SUAVE LAST 


solid we Heel with rubber 
top lift. 


SUFFICE LAST 


B &77—Black Suede (Cov. Heel) $6.50 
B 317—Black Glace Kid 00 
B 417—Harvest Brown K 

B 917—Black Patent 

Solid Leather Heel with rubber top lift. 
Except 977. 


B 487—Black Stina. 08.08 


PATSY LAST 
- 787—Black Kid... 9.50 
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B 117—Black Glace 


B 511—Black Glace Kid . Solid Leather Heel with rub- 
Solid Leather Heel with rubber top lift. ber top. 








|--°3 - > - a - 


MANUFACTURERS & DISTRIBUTORS 


Rochester, V.% 


New York City, 612 Marbridge Bldg. 
Chicago, Majestic Hotel 
Los Angeles, 107 E. Sth Street 
Oakland, 424 Belview Ave. 
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Spring Makes Her Debut in 
Country's Shoe Stores 


Light Tan and Gray Stressed 


* 


NEW YORK | 


Start Spring Season 


New York’s streets having once 
again become passable after the 
heaviest snow storm of the year, 
shoe merchants have been encour- 
aged to break open the spring sea- 
son. The last week saw spring shoes 
exploited in both window displays 
and newspaper advertisements. 
From this first flash of effort at real 
spring selling, it is evident that light 
colored kids hold first place in the 
minds of the merchants. Whether 
the public will respond or not, is 
another question, but so far as the 
season has progressed, the demand: 
for this type of footwear looks 
good. 

New Sandal Type 


Franklin Simon & Company are 
exploiting a new sandal type under 
the name of “slave link.” It is 
almost an opera in cut, with small 
leather turn back tabs, to which is 
attached the familiar metal slave 
lnk chain. An applique design 
around the collar and quarter of the 
shoe, lend it an air of distinction. 
It is offered in parchment or gray 
kid, and also in patent leather and 
black satin, each priced at $15. 

The applique design also is 
stressed in a smart bead end tas- 
seled tie slipper at R. H. Macy & 
Company. This shoes carries a high 
spike heel and is to be had in opal 
gray suede, with matching applique, 
patent leather with lizard applique, 
gray kid with matching lizard ap- 
plique and sauterne kid with lizard 
applique, as well as in white kid 
with white lizard trim. 


Gray and Light Tan 

Gray and the light tan shades in 
kid are the most frequently seen 
materials in the new spring show- 
Ings. At the same time, some of 
the best merchants have laid in 
ample stocks of patent leather and 
black satin, which are given places 
of prominence in consideration of 
the spring season. 





Clearance sales are still in pro- 
gress at some shops. Saks-Fifth 
Avenue are running their annual 
February sale, in which their 
women’s shoes, formerly selling from 
$14 to $18.50, are offered at $8.50. 
J. & T. Cousins also are staging 
their final clearance sale, offering 
$17 to $25 shoes at $9.85 and $11.85. 
Hanan & Son last week staged a 
sale of 1000 pairs of mules, imported 
from Paris at $7.65. These were 
made of brocaded and tinsel cloth. 





Here’s a New Stunt 


“The organization which 
maintains offices above our 
store is wet—that is, their 
radiators leak and soil our 
window display. Before we 
discovered it one pair of shoes 
has been ruined. 

“However, we replaced that 
part of the window with sev- 
eral pairs of rubbers, placed 
just right to catch the ‘leaks.’ 
Two window cards advocating 
rubber footwear complete the 
display. It is surprising how 
much favorable comment it 
has caused, and how many cus- 
tomers have dropped in for 
rubbers. It’s an ill wind that 
blows no good.” 

(Signed) SID WEBER, 
Sid Weber Shoe Store, 


Janesville, Wis. 




















Crown Supplies in New Location 


In order to take care of their 
steadily increasing business, the 
Crown Motion Picture Supplies Co. 
of New York have taken new 
quarters at 729 Seventh Avenue. 

This house specializes in new and 
used chairs for the shoe trade, and 
in the past few years has built up 
considerable business in this line. 


Protective Association Dinner 


The Retail Shoe Dealers’ Protec- 
tive Association of New York, more 
famitiarly known as the “Downtown 
Shoe Association,” will held _ its 


eighteenth annual dinner and dance 
on Sunday evening, March 7, at the 
Hotel Astor. J. M. Robinson, who 
also is secretary of the Retail Shoe 
Dealers’ Association of New York, 
is president of the organization. 
I. Fastenberg is chairman of the 
dinner committee, which has ar- 
ranged an elaborate program for the 
event. 


Color Card Association to Meet 


The Textile Color Card Associa- 
tion of the United States, which has 
been working in close harmony with 
the shoe, leather and hosiery trades 
for several years, will hold its an- 
nual meeting at the Hotel Astor on 
Friday, Feb. 26. 

The meeting, which will be a brief 
business session only, will be held 
at 11:30. The luncheon will begin 
at 12:30 o’clock. 

Samuel W. Reyburn, president of 
Lord & Taylor, will be the guest of 
honor. He will discuss color and its 
relationship to the merchant in his 
speech on “The Importance of Color 
and Color Standardization to the 
Retailer.” 

The prevailing mode of mist-sil- 
vered pastel shades will be grace- 
fully displayed in a divertissement 
by the Gertrude Hoffman girls, of 
“Artists and Models.” 


Weber & Heilbroner Put in 
Nettleton Line 


Weber & Heilbroner, operating 
a chain of fourteen men’s clothing 
and furnishing stores in New York, 
have put in shoe departments in five 
of their stores and probably will put 
in additional departments in other 
stores in the near future. The five 
departments were opened early this 
month. They are in the stores at 
Thirty-fourth Street and Broadway, 
76 Nassau Street, 150 Nassau Street, 
381 Fulton Street and 10 Cortlandt 
Street. The new departments are 
under the direction of Victor Gainor, 
for the last three years manager of 
the Triebitz store on Broadway at 
Herald Square. 

Nettleton shoes have been selected 
to sell in the high priced range, 
from $14 to $17, and the Miller-Coek 
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WORCESTER 


FROM EVERY ANGLE DR. CASE’S 


ARCH SPRING SHOES APPEAL 
STRONGLY TO WOMEN 


As a merchandising proposition they deserve your confi- 
dence. We invite you to make a selling test on the two 
numbers shown above. Many are the women who welcome 
Dr. Case’s Arch Spring shoes as a change from footwear 
of a less comfortable character. ‘Their number comprises 
a wide market. Part of the market is around you. To 
show Dr. Case’s Arch Spring shoes in your store is to 
reveal it. Added to the general merits of these shoes are 
special features of construction which prevent, correct and 
cure foot troubles. Plenty of talking points, increasing 
sales opportunities, liberal profit possibilities, make this 
the most attractive proposition imaginable. 


PECK SHOE COMPANY 
126 CHANDLER STREET 
Worcester, Mass. 
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line for volume business in the $8.50 
to $10 range. 

This makes the third large chain 
store organization of this type in 
New York that has put in branded 
lines of shoes for men. Wallach 
Brothers are handling Florsheim 
shoes and Browning-King & Com- 
pany are selling Nunn-Bush & 
Weldon shoes. 


A three-tone leather trimming on 
throat and collar, contrasted with 
white or parchment 


| BOSTON 


New Shoes Show Novel Trims 


The new shoes appearing in 
store windows are characterized 
by “tricky” trims. For instance, a 
throat decoration to represent a 
tiny rolled “leaf” of leather, 
usually contrasting with shade 
used in the vamp or quarter of the 
shoe. On an opal gray kid, four 
eyelet oxford, with 19/8 heel, a pale 
gray satin ribbon about an inch 
wide was used for the lacing. A 
new beaded bow, with “cone” of 
beads in the center gave a new note 
to a pump’s throat decoration. 

Reptile skin in various shades is 
used for entire sport oxfords with 
saddle in a darker shade; reptile 
skin is used for dainty scroll work 
and piping. 


In Spring Time Tints 


Wilbar’s two stores continue to 
feature the “Colleege” in a tan ox- 
ford, moccasin vamp, with much 
success. These stores are showing 
a full assortment of new spring 
numbers, with dainty background 
of pink. 


1926 Business Ahead 


At Jordan, Marsh Company’s shoe 
department, as in other sections of 
the store, the Diamond Jubilee Year 
continues to offer special values to 
the public in footwear. This week, 
the shoe departments of this store 
have been taking inventory. It is 
reported that they are way ahead 
of January last year, and there is 
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every indication that February, 
1926, will beat by a good margin 
the business of 1925. 

At Thayer McNeil Company’s, in- 
ventory was taken a month earlier 
than usual, and everything is being 
pushed about one month ahead to 
clear sales and get everything out 
of the way for an early spring 
business. This store makes a 
strong feature of its Southern re- 
sort footwear. ° 

At Gilchrist’s shoe departments, 
it was reported that business for 
January and February, so far, is 
ahead of that of the corresponding 
period of 1925. These departments 
cater to the “bread-and-butter” 
family trade. In women’s style 
lines, grays and light blond shades 
are in demand. 

For the winter months, the rub- 
ber shoe department has _ been 
moved to the front and the findings 
department incorporated with the 
women’s shoe department. The 
rubber shoe department, located 
near the elevator entrance, attracts 
much attention and its nearness to 
the entrance makes for a cleaner 
store, according to Floor Manager 
Paul H. Goodhue. 


” 


Tan kid trimmed with black pat- 
ent colt. Many Ligh heels are 
seen in this season’s sport styles 


An Exclusive Shoe Salon 


J. A. Manning, one of the mer- 
chandise managers for the Jordan, 
Marsh Co., is a keen student of 
the shoe and leather situation. 
Believing that this is an age of 
individual shoe fitting, Mr. Man- 
ning, through the Jordan Marsh 
Co., is launching a new method of 
selling shoes and hosiery. Very 
near completion, in an adjoining 
section to the volume-business, 
women’s shoe department, on the 
fourth floor, is a quiet, restful shoe 
salon. This is paneled in ma- 
hogany, with showcases containing 
life-sized figures for shoe and 
hosiery display. The figures will 
wear an actual 4B size shoe, with 
the corresponding size in hosiery. 
It is Mr. Manning’s idea that this 
will be a “De Luxe Salon for the 
Woman Who Cares.” Here she 





may select her shoes and hosiery 
with the minimum effort. The 
interior of the salon is being dec- 
orated in soft, neutral tones. The 
chiffon hosiery in this department 
will be shown by an expert hosiery 
woman over a three-finger mitt of 
pink glacé kid. This will be a per- 
sonal service rather than an over- 
the-counter effect. 


Shoes in Correct Ensemble 


Mr. Manning is also planning a 
footwear style showing of exclusive 
footwear-of-the-moment for the cor- 
rect ensemble. The four young 
women models have been chosen 
for their skill in displaying shoes. 
This style review will be featured 
by a chat from a Jordan Marsh Co. 
stylist on the current mode. 


M. G. A. Honors Shoemen 


The members of the Gilchrist 
Association, some 1300 strong, held 
its annual election on Feb. 9, and 
elected Buyer Fred W. Small to the 
directorate. There were eight can- 
didates elected, out of a total of 
twenty. Mr. Small “topped” the 
list, with 679 votes. Paul H. Good- 
hue, floor manager, was elected 
first vice-president, receiving 609 
votes, his nearest “running mate” 
receiving only 375. 

Joseph Marcus, one of the retail 
shoe salesmen, was the campaign 
manager. This association has 
been in existence for a great many 
years—it was reorganized about 
six years ago. It is a benefit asso- 
ciation, makes for good esprit de 
corps, and creates a tremendous 
amount of selling effort. Albert E. 
Stevens was unanimously reelected 
president. There are seventeen di- 
rectors in the association, including 
President Felix Vorenberg and Mr. 
Small. 





a 


White buck with patent colt trim 
and celluloid heel 


| MINNEAPOLIS | 


New Napier Shop 

A second Napier shoe shop, going 
farther in exclusiveness of model and 
quality even than the present Napier 
Booterie, is to be established in the 
[CONTINUED ON PAGE 87] 
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iS ifacturers make Barbourwelted 
shoes in all styles, lasts and leathers. 








Beds USE THIS COUPON IN REQUESTING SELLING HELPS 


BARBOUR WELTING COMPANY 


Brockton, Massachusetts 


Gentlemen :— 
Please send gratis your selection of Window Display Material and Dealer Helps for 


use with shoes made with GENUINE BARBOURWELT. 
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(Please print name and address carefully) 
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BARBOURWELT 


is an improvement in Goodyear Welt Shoe Construction; 
not a style trim alone to be classed as a Passing Fad. 


Its use by over 300 Shoe Manufacturers has mereased 


steadily through four whole selling seasons, and satisfied 
customers are coming back for their third and fourth pairs 


“MADE WITH BARBOURWELT” 


Take advantage of its style possibilities if you wish; “ZEBRA- 
WELT,” “STREAMLINE” and “CHECKERWELT” add the touch 
of novelty that your line may need, but back of it all sell “-BARBOUR- 
WELT” because of the basic value of its construction. 


Its solid upstanding rib of sole leather is an integral part of the Good- 
year Welt itself, and provides an inseam-sealing and shape-retaining 
factor that cannot be duplicated by any so-called cork-welt of two-unit 
construction. 


Your biggest asset is the satisfied customer who returns to your store 
again and again. Cultivate his Goodwill; give him real value for his 
money. In your next order to any one of over 300 representative 
shoe manufacturers specify several live numbers made with 


GENUINE BARBOURWELT 


MANUFACTURED BY 


BARBOUR WELTING COMPANY 
BROCKTON, MASS. 
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Ia rity 


VILD your business with this 

splendid line! MARTHA 
WASHINGTON Arch Support 
Shoes have a way of completely 
satisfying both merchant and cus- 
tomer that can only be attributed 
to three big things— 


1— Quality that is DEPENDABLE! 


2—Style that is RIGHT! 

3—Popular prices that mean VALUE! 
The customers who buy arch sup- 
port shoes put themto acritical test. 
When you sell them MARTHA 
WASHINGTONS they stay sold! 


Send for Catalog—today! 
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Sport Laces 


Some sport shoes, newly 
shown in Boston, have sport 
laces, braided or twisted, like 
ropes, of several strands, and 
each strand of a different col- 
or. Some of them have tas- 
seled ends. 

One pair of them has a small 
wooden ball on either end, and 
the ball is suggestive of a gold 
ball. 














[CONTINUED FROM PAGE 83] 

new Young-Quinlan building. The 
price range will reach to $50, S. W. 
Napier, the owner, announced. The 
new building, which will be ready for 
occupancy in July, will be the home 
of the Young-Quinlan women’s wear 
store, and is expected: to be the most 
beautiful and richly appointed es- 
tablishment in the Twin Cities. The 
new Napier Costume Booterie, as it 
will be known, will be in a ground- 
floor store of the building, and its 
furnishings will be entirely in keep- 
ing with the rest of the establish- 
ment, including velvet hangings, 
French windows and tapestried easy 
chairs for customers. The entrance 
will lead into a lobby where the 
hosiery department will be located. 
Iron gates will lead into the store 
proper, which will be more like a re- 
ception room than a salesroom. Mr. 
Napier says he plans to make the 
new store one of the finest in Amer- 
ica. The present Napier store will 
continue. O. W. Swanson, manager, 
will be in charge of both stores, 
though Mr. Napier is considering 
moving from Omaha, where he also 
has a store. The Laird-Schober shoe, 
which he has handled in both his 
stores, will, of course, be featured in 
the new shop. 


Wellington Boot Arrives 


The Wellington boot and the col- 
ored galosh have arrived—the for- 
mer so far only appearing at one 
shop, while the latter was suddenly 
seen breaking out in spots all over 
town in shop displays. Neither has 
been at all conspicuous for the wear- 
ing, but the flapper—and her mother 
and sister—is only awaiting the first 
day warm enough to show up in a 
green, red or brown raincoat to dash 
down the avenue in this new-fangled 
rubber footwear covering to match. 
The Wellington admittedly is for the 
more exclusive. The spike-heeled tan 
calfskin oxford with perforated trim- 
mings both for ventilation and looks 
is one of the new numbers seen. A 
smart new golf oxford with crépe 
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rubber sole and combinations of 
pearl elk and tan, or white elk and 
black patent is another new thing 
as is a snappy pump in pearl gray 
parchment kid with appliqué trim- 
ming bands in darker shades. The 
new cut steel buckle with bird or ani- 
mal design laid on has arrived, too. 


Weil’s Add Shoe Department 


A shoe department has been added 
to Weil’s women’s ready-to-wear 
store. The price range on the stock 
is advertised at $4.85 to $7.85. 

The shoe departments at both Don- 
aldson’s and Dayton’s have been in 
on store wide sales. The former was 
a five-day drive and a feature was a 
clearance on some lines at an even 
$5. Dayton’s was the big anniver- 
sary, and $8.50 shoes were put out 
at $6.80. 

Call Style Meeting 


Fred A. Holt, St. Paul, new presi- 
dent of the N W Retail Shoe Deal- 
ers’ Association, has called the style 
committee together to prepare its 
report on spring styles. Other offi- 
cers of the association elected at the 
Minneapolis convention are: H. S. 
McIntyre, secretary, and George M. 
Roth, treasurer, both of Minneapo- 
lis, both re-elected. O. J. Benson Aus- 
tin, Minn.; J. R. Lees, Fargo, N. D.; 
E. A. Rise, La Crosse, Wis.; George 
Hammerbocker, Webster, S. D.; J. S. 
Cook, Wolf Point, Mont., vice-presi- 
dents. C. A. Kroburn, C. M. Sten- 
dahl, Otto Schuler C. M. Comer, Min- 
neapolis, and B. E. Bryson, St. Paul, 
directors. 
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Patent Still Selling 


February selling in San Fran- 
cisco’s retail field opened with the 
turnover about equally divided be- 
tween the odds and ends of clear- 
ance sales and the demand for the 
new styles, colors and materials. 
Patent leather continues to sell 
very well, but it is thought that 
this may be partly due to the fact 
that the clearance events offered 
some fine values in patent leather. 
However, there is little question 
that when spring selling is really 
under way that the demand for the 
light shades will take first place. 

During the latter days of Jan- 
uary, weather conditions were 
against extensive displaying of 
spring models, the days being gen- 
erally unsettled with an abundance 
of rain. Nevertheless there are 
several shops who are featuring 
good displays of spring styles and 
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these early showings seem to indi- 
cate the spring and Easter trends. 


Display Spring Shoes 


The Porter Company, Geary 
Street, made a showing during the 
first week of February of several 
notably interesting ideas in shoe 
design. The materials ran largel» 
to blond and sauterne kids and 
light shades of parchment kid. In 
this group of very light colored 
footwear was a pump of cham- 
pagne kid with a small hand- 
worked rosette effect on one side, 
which was of a darker kid. Two 
or three clever models in gray com- 
plete the style display. This shop 
also shows the smartly styled walk- 
ing and tailored oxfords, which 
borrow a touch of the unique in 
their materials; one model being of 
alligator and the other a sauterne 
colored calf skin. 

The Emporium, which was the first 
store in San Francisco to feature 
spring footwear, adds _another 
striking model in gray to its al- 
ready quite extensive line in that 
shade. The new pump is a single 
strap style and in-the center of the 
strap is set a very narrow strip of 
black patent leather. The edge of 
the shoe is likewise narrowly 
piped in patent leather. 

Market Street shops, catering to 
a popular priced trade, are all mak- 
ing preparations to feature and 
push the light: shades for Easter 
selling and here and there are 
shown models of simple design that 
are excellent values. The Phila- 
delphia Shoe Shop, especially has 
on hand a diversified line of blond, 
sauterne and light parchment kids 
and grays. A satisfactory turn- 
over is reported, although little 
attention as yet has been devoted 
to either displaying or advertising 
the shoes. The Philadelphia Com- 








Centipede Bite Worth 
Money 


San Francisco.—It’s worth 
$6.11 to be bitten by a centi- 
pede. 

The State Industrial Acci- 
dent Commission so ruled in 
awarding Mrs. Backy Clayton, 
San Francisco shoe clerk, that 
amount for the loss of three 
days’ work from illness as the 
result of the bite. 

Testimony showed that the 
centipede had found living 
quarters in a shoe ‘box in the 
store. There was no infection. 

















88 BOOT AND SHOE RECORDER February 20, 1926 


| There Lies the STRENGTH 


of the Shoe 

















The Crawford Arch Supporting 
Shank is a durable sliding steel 
shank. The top bar is notched at 
the forepart so that it may be at- 
tached to the insole. This bar is 
made of high carbon steel, well 
tempered and hardened. The 
lower bar is fitted with an elon- 
gated slot.at the heel which allows 
a free sliding movement. A lock- 
ing device at the forepart prevents 


a ame oan cing Coast he sHANK of the shoe is its vital part. 


the outer sole. 
The life and appearance of every shoe de- 
@ pends considerably on its shank construction. 





In order to withstand the weight, friction and severe 
SPLIT RIVET ° . “1: 
LOCKING SHANK strain that takes place at this spot, a durable, resilient 
arch supporting shank is necessary. 


The Crawford Arch Supporting Shank embodies the 
combination of rigidity and flexibility. This shank 
stays with the foot in every position. When the weight 
is on the foot the rigid bar gives the necessary firm- 
ness. As the weight relaxes the flexible band springs 
with, and hugs the relaxed arch. 








United Shoe Machinery Corporation 


Boston, Massachusetts 
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pany also reports that turn-over in 
their childrens’ shoe department 
has been more than satisfactory. 


Men’s Trade Only Fair 


Activity among the men’s shops 
and departments is fair, being 
marked by neither unusual volume 
or serious losses. Light tans with 
broad: toes and medium or heavy 
soles continue to be general fav- 
orites with the young man, school 
or college student, who goes in for 
wide trousers. Black and the con- 
servative lasts in black and tan 
attract the business and profes- 
sional man. The Frank Werner 
Company held a special sales event 
in mens’ shoes, which was notably 
successful. Regular Werner qual- 
ity footwear, $10 to $12.50 values, 
went on sale at the one price of 
$5, and the final day of the sale 
showed a greater volume in men’s 
shoes for a single day than in some 
months. The juvenile department 
of Werner’s is also a busy place 
and shows steady gains in volume 
and profit and plans are under way 
to give the youngsters a spring 
style show of their own. 


| CINCINNATI | 


Business Less Active 


Business was slowed up to a very 
high degree last week. The only 
reason that could be assigned for 
this sudden let up in the seemingly 
steady demand for shoes was the 
quick change in the weather. Dur- 
ing the early part of the week real 
winter weather prevailed, but as 
the week progressed, warmer 
weather set in and business became 
sluggish. Nevertheless most Cin- 
cinnati merchants were cheerful 
over the possibilities of trade dur- 
ing the rest of the month. 

Another apparent reason for the 
slowness of sales may be the finish 
of clearance sales and the return 
to regular business. Only in a few 
instances were retailers still show- 
ing sale shoes and those were the 
tardy “cleaners.” 


Light Colors in Demand 


As to styles, merchants reported 
that the demand for spring wear 
continues to manifest itself in 
light colored kids and high heeled 
fairly fancy pumps and oxfords. 

The Potter Shoe Company is 
showing rather fancy pumps for 
spring wear, according to reports 
from Ted Orr. A pump which has 
shown quite a large volume of sales 
during the past week has been a 




















tan kid gore pump with a spike 
heel, shown by the Smith-Kasson 
Company. 

“We have not been at all satis- 
fied with the amount of business 
during the last week,” said N. L. 
Nesbit, assistant manager of the 
Queen Quality Shop on Race Street. 
“True, we have just finished our 
annual January clearance sale and 
are now pushing our special lines 
for spring and in many cases, sum- 
mer wear, but even so, we would 
appreciate a much greater activity 
on the part of the shoe buying pub- 
lic. Our outstanding styles have 


He Sells Sporting Goods 
with Sport Shoes 


Detroit, Mich.—George W. 
Wilkinson, of Windsor, Ont., 
added sporting goods to his 
shoe stock several years ago 
as a side line. His first order 
was for $500. Since then the 
department has grown to large 
proportions, and now the av- 
erage stock runs around $9,- 
000. The sporting goods de- 
partment, for lack of better 
space, is located on a balcony 
of the first floor and is in 
charge of W. F. D. Wild, under 
whose supervision it has 
reached its present successful 
proportions. 

There is undoubtedly field 
for thought in connection with 
this line of merchandise for 
shoe merchants who wish to 
add lines to their shoe stocks. 
The sport shoes sold bring 
the customer into contact with 
the sporting goods, and vice 
versa. This line, too, has large- 
ly a summer season run and 
fills in any gap in demand that 
the summer months may bring 
to the shoe store. 
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been colored kids in pumps with 
high heels. Trimmings on the 
whole are being demanded and we 
find that the more modest type of 
set-offs are most popular.” 


Men’s Trade Slower 


“Men are not buying shoes as 
rapidly now as they have been, per- 
haps because of the uncertainty of 
the weather,” said J. H. Johanne- 
man of the W. L. Douglas shoe 
store. “I expect when we find out 
whether or not the ground hog saw 
his shadow last week, we then shall 
have an influx of business, for then 
men will be certain as to how long 
to wait before coming in to buy 
their spring shoes.” 
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“IT have been satisfied on the 
whole as to the amount of our cus- 
tomers during the last week, but, of 
course, I always wish for more,” 
declared Harry Vollrath, of the 
H. and S. Pogue Company. 


Welcome for Kernan. 


Cincinnati shoe merchants ex- 
tended a luncheon and welcome last 
week to A. Kernan, the new man- 
ager of the shoe department of 
Mabley & Carew Co. Harry C. Mc- 
Laughlin, of the Potter Shoe Co., 
acted as toastmaster. The follow- 
ing were present: Harry C. Mc- 
Laughlin, Potter Shoe Co.; A. Ker- 
nan, Mabley & Carew Co.; H. C. 
Vollrath, The H. & S. Pogue Co.; 
H. S. Gordon, Potter Shoe Co.; H. 
J. Momper, Rollman & Sons Co.; A. 
M. Schloemer, Rollman & Sons Co.; 
G. B. Burbage, Petot Shoe Co.; J. 
A. Lamphier, Hanke Bros. Co.; B. 
C. Bowen, BOOT AND SHOE RECORDER, 
and Hugh Bowen, BooT AND SHOE 
RECORDER. 


CHICAGO 





Start Spring Season 


With spring footwear beginning 
to make its appearance in Chicago’s 
stores, the first definite pre-Easter 
selling effort is under way and the 
early days of it seem to point to 
a very satisfactory season. Unless 
the weather man sees fit to write 
some unseasonable weather into his 
schedules in the next sixty days, 
1926 spring business ought to run 
well into a banner figure. Most of 
Chicago’s buyers are figuring, how- 
ever, that Easter is early and that 
therefore liable to be accompanied 
by almost anything from sunshine 
to' a snow storm and are going 
after the early buyers with a 
vengeance. 


Gray Frequently Shown 


Grays are undoubtedly the most 
frequently “shown” shades for 
spring wear, but the buying is an- 
other question. Undoubtedly there 
are few colors that work so well 
into dainty and alluring styles as 
the gray, but for the same reason 
there seem to be few that are so 
“tricky” in their hold on the public. 

The consensus of opinion seems 
to. be that grays will be excellent 
“feature” shoes; that they will add 
splendid “tone” to the windows and 
that they make mighty alluring 
“style” material, but as to a “run” 
of any steady height—that’s an- 
other question. Most buyers agree 
that they are fine for a fast “play,” 
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but H. C. Freeman says that he 
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but that stocks should never be 
heavy in them nor orders placed 
very far in advance, for their wane 
is rapid and value small when the 
run is done. The big hope placed 
in them is that they will take the 
feminine mind off of blacks of all 
kinds and give opportunity for 
changes in colorings and styling 
that would allow the circle of 
fashion to function. Black patent, 
black satin, a few tans and a scat- 
tering of colors, blondes and grays, 
make up the shoe volume today in 
the Chicago stores. 


Big Tongue and High Heel 


O’Connor and Goldberg are show- 
ing a pattern with a three-inch heel 
and huge colonial tongue in a 
fleur-de-lis pattern of two and three 
color kid combinations that they 
call their Gigolo pattern, that 
marks the first of the extreme high 
heeled patterns shown in Chicago. 
The effect is distinctly “Frenchy” 
and a resulting “sassy” air that 
makes these new shoes delightfully 


refreshing among a similarity of. 


patterns generally. 
Lighter Shades for Men 


The general opinion among men’s 
shoe buyers is that the blonde 
shade of tan rightfully belongs in 
the lower and medium priced 
grades sold to the “sheik” who is 
always looking for the latest and 
the most unusual. 

The lightest shades of tan, how- 
ever—banana and the like—are 
favored for the young men’s de- 
mands this spring, although there 
are plenty of the more red brown 
shades in evidence and a certain 
amount of dark brown kid. Most 
of the buyers favor the new high 
roll last with the three-eighths to 
half-inch toe spring, with heavy 
sole and harness stitch trimming, 
with considerable pinking and per- 
forating. 

Sport shoes of every variety, 
from the dress up kind to the real 
sport, hard use shoe, are due for 
a splendid season, according to the 
predictors who will venture to pre- 
dict, and especially in the $6, $7 
and $8 grades. 


J. A. Beddows Recovering in 
Florida 


J. A. Beddows, of the Freeman- 
Beddows Shoe Manufacturing Co., 
of Beloit, Wis., has been in Florida 
since about the first of the year 
recovering from a very serious at- 
tack of pneumonia. Mr. Beddows 
was taken ill in November and for 
a time his recovery was doubtful, 


is expected back at the factory 
shortly. 
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February Business Good 


Due principally to the introduc- 
tion of colored kid footwear, busi- 
ness thus far for the month of 
February is showing gains over 
the same period of a year ago. The 
week ending Saturday, Feb. 13 was 
especially stimulating to the retail 
shoe merchants, as much activity 
was apparent in all stores for col- 
ored kid shoes. This business for 
the most part has been accom- 
plished without the usual formal 
spring openings which character- 
ize, to many, the occasion for 
buying their footwear. 


Colored Kids Lead 


From the trend of the trade that 
has been buying footwear, the in- 
dication is definitely for colored 
kids. It leads in every store, with 
patent leather holding not a mean 
second place in the field. Gray kid 
is the color which is causing the 
greatest concern at present. From 
reports of various operators the 
deductions are to the effect that 
no one anticipated or bought this 
color in sufficient quantities. Those 
stores that did nibble (and that is 
about what many of them did) on 
gray kid have found their stocks 
completely sold out and no oppor- 
tunity of securing quick deliveries. 
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Many merchants tell you frankly 
that gray kid has gone over bigger 
than they had ever expected it too. 
The blonde shades, of course, are 
being eagerly sought and were 
bought with this enthusiasm ex- 
pected. In the $6 to $7 range, 
parchment and sauternes are the 
best sellers. One large store re- 
ported them ten to one as against 
gray. In the higher priced field, 
however, the story is reversed with 
the ratio not quite as severe. In 
the $10 field and up, gray kid is 
better than the sauterne tones. In 
one of the very finest stores, gray 
kids lead, patent second and the 
blonde family occupied third place. 
This operator’s opinion was that as 
the season advanced the blonde 
group would forge ahead of gray 
and patent. 

In popular priced shoes, which 
for the most part were bought with 
high heels, strong calls are being 
heard for Cuban types. The spread 
between what the women have been 
wearing in heel heights and those 
on the present shoes ascending 
into the skyscraper class is not so 
acceptable to the feminine sex. 


Big Increase for Leader Sale 


The annual advance spring foot- 
wear sale of the Grand Leader, 
staged during the week of Feb. 8, 
showed an increase of almost 100 
per cent over the same event of 
1925, according to A. J. Pauley, 
manager of the shoe department. 
Monday of the sale was the largest 
day ever experienced in the shoe 
department by a wide margin. 
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See For 
Yourself! 


That charming bevy of 
models you may dis- 
cover on the Fourth 
Floor will show you for 
yourself just how effec- 
tive are the new vari- 
colored Harlequin slip- 
pers when worn with 
the one-toned frocks of 
the season. Shades for 
your ball-gown, your 
afternoon and your 
Palm Beach costumes. 
27.50. Fourth Fler. 














Saks-Fifth Avenue, New York, is not afraid to advertise 
high prices for fine quality footwear. Incidentally, this 
pattern has been a big seller with this shop 
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ESSEX 
Sport-Golf Sole 


A FIRM FOOTING 
IN EVERY 
DIRECTION 


HOLES 
TO CLEAN 


Made in Black, Tan, Red or White 


A Popular Number for 1926 


' Write for Samples and Prices 


&% ESSEX RUBBER CO., Inc. 


Trenton, New Jersey, U. S. A. 
Makers of Soles and Heels for All Purposes 
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At Peak of Run 


Factories are at the peak of this 
run. Deliveries of shoes for early 
spring and Easter are in full 
volume, and the volume is larger 
than a year ago. Manufacturers 
are planning for late spring and 
early summer business. Coming 
styles will be mainly developments 
of present novelties. 

Harlequins 

Harlequins, introducing three 
tones of color, in futuristic and 
geometrical designs, are among the 
new patterns from “Tommy” At- 
kins, with Reando & Stone, model 
makers. 

They are as striking in line and 
color contrasts as the famous cos- 
tume of Harlequin. It remains to 
be seen how they will take. 


Patents and Grays 


Patents and grays, in novelty 
pump styles, are selling best from 
the factory of Merrill, Porter Co. 
Besides the firm is making colored 
kids. It has taken another floor at 
260 Broad Street. It is making 
more shoes than ever, and the gain 
is pretty evenly distributed on both 
turns and McKays. 


Starting on Whites 


Cutting of white shoes has 
started with the Harney Shoe Co. 
Kid is the first leather for whites. 
Nat Weiss, of the Artcraft Co., 
also reports an early start on 
whites. 

The Little Witch Shoe Co., of 
Salem, has been making white shoes 
for growing girls for several weeks, 
and has been sending them to 
Florida and other Southern resorts. 


Tropical Cloth 


Tropical cloth pumps are appear- 
ing. Mr. Lippett, of the Reliance 
Shoe Co., says that tropical cloth 
shoes, in white, linen and light 
colors, will be popular in the sum- 
mer. 


Brisk Activity in Most Shoe 


Manufacturing Centers 
Orders Still Pouring In 


Novelty Stitchdowns 
C. J. Murphy, sales manager for 
the John E. Scott Co., reports 
novelty stitchdowns, broguey and 
sporty oxfords for little men, and 
dressy oxfords and strap styles for 
little ladies. The dressy shoes are 
of colored kids, and reptile grains, 
as well as of patent and white 
leathers, with color trimmings. 
These shoes have stitchdown fore- 
parts and McKay heel seats. But 
the styles of them are something 
distinctively new for Lynn. 





Buyer in Big Store Bans 
Hand-Shaking with 
Business Men 


A sign “no hand shaking” 
has appeared on the office 
door of the head buyer of a 
Chicago department store. It 
is meant for traveling men 
and others on business mis- 
sions, he says. 

The handclasp is “blah”; it 
wastes time and in business is 
a mock gesture “as silly as 
rubbing noses,” he continues. 

“You don’t shake hands with 
your grocer, your butcher or 
your baker, do you? It’s the 
same with me and the travel- 
ing salesman. We're adver- 
saries, in a sense. We are 
each trying for the better end 
of the bargain.” 














On Southern Trip 
“Jack” Gorman, of Murphy, Gor- 
man & Waterhouse, started on a 
Southern trip in time to attend the 
Texas convention at Fort Worth. 
The factory is going to full ca- 
pacity. 
Doubles Output 
Harney Shoe Co. has set up new 
machinery, and is making twice as 
many shoes as a year ago. 
Arthur Harney reports colored 
kids strong for immediate, with the 
demand for grays so large that it 
is difficult to get enough skins. 
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Patents and black satins are gain- 
ing for after Easter. The cutting 
of white kid has been started. 
Pump styles, strap and strapless, 
lead, and heels are 20/8 high. 


Short Toes 


Most Lynn shoes have short, 
round toes. Vamps are under three 
inches, with 2% for a popular 
length. Harry Bristow, of Good- 
win Bros., last makers, says that 
short, scant skirts are responsible 
for short vamps, arguing that long 
toed shoes would stick out too 
much and make the feet look too 
long. Mr. Bristow recently re- 
turned from a style observing trip. 


A Color Year 


Walter Little, of A. E. Little 
& Co., says that this will be the 
best year yet for colors, because 
everybody from the tanner to the 
shoe wearer has a better under- 
standing of colors in footwear. 

“Styles of colors, during previous 
spring and summer seasons,” com- 
ments Mr. Little, “have been chiefly 
experimental and educational. Now 
everybody knows about colors, and 
is prepared to use them to best 
advantage.” 


Wellingtons 


L. B. Evans’ Son Co., of Wake- 
field, near Lynn, have had quite a 
bit of business on Wellingtons this 
season, and are paving the way to 
a larger sale of them next fall and 
winter. 

Gone to California 


The Scott brothers, who manu- 
factured shoes in Marblehead and 
Lynn for a number of years, have 
gone to California. They are with 
the California Seamless Shoe Co., 
at Long Beach, Cal. 


Barry White Starts 


B. M. White Co. has started to 
make fine calf leather in one of 
the Beebe factories on Pierpont 
Street, Peabody. Barry White, 
head of the enterprise, was until 
recently with the Barnets of Little 
Falls, N. Y. He belongs to the 
White family of Lowell, who 
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Wingfoot rubber heel. 
following sizes and widths 
C, 5% to 11; D, * to 11 



















SNAPPY OXFORD 


On Our New Hi Card 









Gold Oxford on medium 

Lots of snap. 
Carried in the 
: B, 7 te 11; 


New 
French Hi Card last. 





Last 











IN STOCK 


S301—New Gold Biucher, Soft Box Buzz last, short 
and medium wide leather heel. Carried in the follow- 
ing sizes and widths: A, 7% to 10; B, 7 to 11; C, 5% 
Go 12> D, BH 00 B8..n ccccccivcccccccccccses . 84.50 
S302—Gun Metal Blucher, Buzz last, same in every 
way as S301. Carried in the following sizes and widths: 
A, 7% to 10; B, 7 to 11; C, 5% to 11; D, 5% to 11. 

Price $4.50 


S303—New Gold Oxford on our famous Hi Gear last 
Wingfoot heel. Carried in the following sizes and 


widths: A, 7% to 10; B, 7 to 11; C, 5% to 11; D, 
hevihinciseerdes pataneiene ness rene Price $4.50 
$304—Like 8303 in Gun Metal. This last is one of 
the outstanding fitters of the French type. Carried in 
the following sizes and widths: A, 7% to 10; B, 7 to 

Priee $4.50 


11; C, 5% to 11; D, 5 to 1l.......... 


Three Summerweights in Stock 


Live Gold Calf Blucher Oxford 


S800—Light Weight, 
on our short, smart medium wide Buzz last 
Price $5.10 


A Hit with the Young Fellow 


A—7T% to 10 C—5% to 11 
B—7_ toll D—5% to 11 


Terms 2/20—Net 30 


THE CON RAD SHOE CO.w 


S801—Light Weight, Live Gold Calf Lace Oxford on 
A Last that appeals and covers 


our selling Hi Gear. 

a wide field in fitting. Price $5.10 

SS802—Same as $801, in Lightweight fine Black Calf. 
Price $5.10 


Both in these widths and sizes 
A—7% to 10 C—5% to il 
b—7 to ll D—5_ ito ill 
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brought out box calf and other 
famous leather, indeed, being 
among the pioneers in making 
chrome calf leather. 


On Trip to Tropics 


S. J. Barnet, of J. S. Barnet & 
Sons, Lynn, tanners of calf, is on 
a trip to the West Indies and Cen- 
tral America. 


White kid trimmed with a snake- 
skin embossed effect of pearl gray 


BROOKLYN | 


Factories Active 


A high rate of activity continues 
to be maintained in most Brooklyn 
factories. In addition to orders 
placed this year, some re-orders are 
beginning to appear, most for early 
April delivery. Special efforts are 
being made to get out deliveries on 
time this year, particularly of the 
light shades of kid shoes, which are 
expected to reach the crest of their 
popularity along in the early spring. 

The re-orders so far have been 
mainly on the light shades of tan 
kid. Gray kid is coming along 
stronger, but so far there have been 
few reorders on them. Reports from 
some sections of the country seem to 
indicate some hesitancy about the 
vogue for the light shades of tan 
kid, such as ivory, parchment, cham- 
pagne, etc., but all together, Brook- 
lyn is confident that a large volume 
of business will be done on these 
shades generally and that they will 
continue good right up to the hot 
weather period, when whites will 
-swing into their own. 


Solid White Strong 


Orders for whites so far apparent- 
ly indicate that the retail merchants 
will play the game safely this year. 
Comparatively few white shoes 
trimmed with color are being or- 
dered. Solid white looks to be the 
thing. 

Higher and yet higher heels are 
being called for in Brooklyn shoes. 
Thin heels up to 3 inches in height 
are demanded on some sizeable or- 
ders. This type of heel goes mainly 
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on shoes of the sandal, or semi- 
sandal type. 


Association Directors Meet 


The newly elected board of direc- 
tors of the Shoe Manufacturers’ 
Board of Trade of Greater New 
York, held their first meeting on 
Monday, Feb. 8, at the organiza- 
tion’s headquarters in Livingston 
Street, Brooklyn. The newly elected 
president, Albert C. Griffin, presided. 
Only routine matters were discussed 
at the meeting. 


BROCKTON | 


Storms Hamper Production 


Severe snowstorms were respon- 
sible for a decrease in production 
in Brockton shoe factories the first 
two weeks in February, shipments 
dropping off appreciably because of 
the difficulty of transportation. 
During the week ending Feb. 6 
only about 4500 cases of shoes were 
shipped out of the city, the 1926 
output at that time totalling 34,573 
cases. Shipments were~ smaller 
again the following week when 
there was another storm. During 
January the number of cases of 
shoes shipped was 30,152 as against 
32,738 for the same month last 
year. 





Nude Calf Used 


Among the smarter shoes for the 
Southern trade which are in de- 
mand now is the blonde or nude 
calfskin oxford. Local firms are 
finding a brisk call for oxfords of 
this class from their customers in 
the South now and expect that the 
new shade will be popular for sport 
wear in the North in the coming 
summer. Heavy nicke! eyelets and 
a rich brown fudged edge sole are 
commonly used with the new leath- 
er, the eyelets giving the upper 
part of the shoe life, while the sole 
is in contrast with the color of the 
upper leather. 


Changes in Keith Organiation 


Davis M. DeBard, assistant trea- 
surer of the George E. Keith Co., 
will become the head of a new de- 
partment formed by Stone & Web- 
ster, of Boston, to promote the sale 
of gas and electricity in all its 
United States plants March 1. 
James P. Keith, office manager 
heretofore, has been elected by the 
vacancy caused by Mr. DeBard’s 
resignation. DeBard resigned his 
position with the Brockton Edison 
Co., managed by Stone & Webster, 
to establish a statistical department 


for the Keith company in 1919. He 
has been one of the most active 
workers in behalf of civic organi- 
ations since 1910 ” 


Stone-Tarlow to Move 


Stone-Tarlow Co., Inc., is seeking 
larger quarters because its present 
factory at 67 Ward Street has been 
outgrown and is contemplating re- 
moval to another local factory May 
1 if satisfactory terms can be made. 
The company has been among the 
busiest in the city for more than 
a year and its desires to continue 
quantity production caused the offi- 
cials to consider acquiring more 
space despite the fact that the pres- 
ent lease still has a year to run. 


New Ideas in Heels 


Balloon effects in shoes are on 
the wane but may be found in rub- 
ber heels in the future. A rubber 
heel on the shock-absorbing princi- 
ple of balloon tires for automobiles 
is said to be beyond experimental 
stages and already local concerns 
are equipping their product with 
them. The outer edge of the heel is 
solid rubber while the center is hol- 
low, with a convex bottom, a single 
vacuum cup extending upward in 
the centre of this part and resting 
on the leather lift. 

Another modern heel is a combi- 
nation rubber-wood heel which is 
coming into use. The wood is 
treated to prevent cracking and is 
waterproof, the rubber being vul- 
canized over it, giving an extremely 
light heel. A major advantage is 
that no washers are used, the heads 
of nails resting on the wood, so 
that no special templets or rings 
are used on the machine. 





White, _smooth- finish leather 

trimmed with embossed leather 

the pattern of which is composed 

of alternate embossings of white 
and Russia calf 


| HAVERHILL | 


Brisk Business 


Haverhill is going strong on 
early Spring and Easter novelties. 
Help wanted signs are common, 
which shows that the factories are 
running briskly. Stitching room 
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“Babies,” with us, come in any 
age up to three years old. 


The infant, of course, wears soft soles :-— 
for the toddler, our semi-soft soles offer 
just enough protection to the little foot 
He. 178—selt Sele” white work beginning to walk :—and for the youngster 


Fisk or tine pertereted cut top. who is really walking, our flexible semi- 
IN sTocK hard sole shoes are just the thing. 
Of course ‘“‘Babies” are *‘Children”—and 
their shoes should be sold in every real 
Children’s Department. 
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We would like to send you a catalog 


MRS. DAY’S IDEAL BABY SHOE 


Danvers, Mass. 


No. 171—“‘Soft Sole’ Button Boot. 

White washable kid, Champagne, Tan, 

and Gray Vici; Flat Pearl Buttons. Boston Office Chicago Office New York Office 

Per dozen S 19 West St., Reom 616 325 W. Jackson Blvd. 387 Fourth Ave. 
IN STOCK Phone Beach 8060 Phone Madison Sq. 5896 
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help is especially wanted. That is 
because of the novelty patterns, 
especially those with applique and 
overlay trimmings. 

Heels are high, toes are round, 
vamps are short, and pump effects 
predominate. Plain shoes are few 
and far between. It is the fancy 
effects that are wanted. 

Leather salesmen have been num- 
erous in the Haverhill district late- 
ly. They are sizing up business for 
after Easter. One recent day there 
were more leather salesmen in Ha- 
verhill than on any former day. 


Light Tones Favorites 


Blondes and light tones are pres- 
ent favorites. Grays are second, 
and are gaining. Patent is selling 
well for early Spring and Easter, 
and some expect that it will step 
into the leading position after 
Easter. But it will be challenged 
by black satin. Some blonde and 
light color satin will be tried. 
Whites will come later. 

Most all shoes have novelty 
trimmings, such as appliques, over- 
lays, or inlays of reptile or like 
fancy leathers. 

Demand for Haverhill novelties 
for Easter is bigger than the sup- 
ply and once more is heard the re- 
port “If I had a hundred cases of 
those shoes on the floor I could sell 
them at once.” 





MILWAUKEE 














Orders Coming Fast 


Orders on spring merchandise 
are coming in at a very satisfactory 
rate, according to reports from Mil- 
waukee shoe factories, and one 
firm predicts that local manufac- 
turers will be swamped with busi- 
ness during March. Salesmen on 
the road are meeting with very sat- 
isfactory response and the outlook 
for spring business is very good. 


Add to Sales Force 


Weyenberg’s have added one new 
member to their sales force. Phil 
Vaughn, of Greensberg, Pa., will 
cover the Pittsburgh district and 
western Pennsylvania. Mr. Vaughn 
was formerly a shoe merchant, hav- 
ing previously operated the Marion 
Shoe Co. at Marion, Ind. 


Factory Out of Business 


.The Burlington Shoe Co., of Bur- 
lington, Wis., formerly the Superior 
Shoe Co., of Milwaukee, has closed 


its business career with the sale of 
assets to Gordon’s, Inc., of Racine. 


Milwaukee Shoe Co. Buys Luedke 


One of the important business 
transactions of the month, of inter- 
est to the trade in general, became 
known here when the Milwaukee 
Shoe Co., which has been success- 
fully manufacturing men’s and 
boys’ shoes since 1915, announced 
the purchase of the interests of the 
Edward A. Luedke Shoe Co., an- 
other old established firm of the 
city, which is known particularly 
for its line of “Milwaukee King” 
shoes. Under the management of 
the Milwaukee Shoe Co., the 
Luedke factory will continue the 
manufacture of “Milwaukee King” 
and other brands made by the 





106 Trips Across 


Albert Messer has com- 
pleted his one hundred and 
sixth trip across the Atlantic, 
and is tarrying at the Hotel 
Hawthorne in Salem, Mass., 
for a while. He represents 
North Shore tanners_ in 
Europe. This looks like a rec- 
ord for trans-Atlantic travel 
for the shoe and leather trade. 
He will start on his one hun- 
dred and seventh trip in April. 








- em 


Luedke firm. Edward A. Luedke, 
president of the Luedke company, 
and Bert Gibberd, sales manager, 
will represent the Milwaukee Shoe 
Co. in the future, and will continue 
to sell the “Milwaukee King” line. 
The expansion of the Milwaukee 
Shoe Co. is the result of the un- 
tiring efforts of its officers, Frank 
Ripple, president, and John W. 
Schweisthal, treasurer, who have 
held steadily to the policy of manu- 
facturing nothing but good shoes. 
They hope, by the acquisition of 
the lasts and patterns of the 
“Storm King” line, to add strength 
to their own already well known 
and well established business. 


| CINCINNATI | 


Factories Busy 


The steady hum of busy factories 
met the ears of the RECORDER cor- 
respondent on his weekly visit to 
Cincinnati factories last week. 
It was not hard to find out that 
manufacturers in this market are 
receiving many orders from retail- 
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ers for spring and summer trade. 
Factories—those which still have 
any left—are still cutting colored 
kid for pumps for Easter business. 
Price cutting which has_ been 
started in some markets has not 
been found to be profitable by 
Cincinnati manufacturers, who re- 
port a steady increase in the busi- 
ness despite the reports of cheaper 
shoes being put on the market by 
other shoe centers. 

“We are busy filling the large 
number of orders now on file for 
Easter trade,” commented Richard 
Stix of the Julian-Kokenge Shoe 
Company. 

“Our factories are being kept 
very busy turning out shoes to meet 
the demands which we are receiv- 
ing from retailers throughout the 
country,” reported J. Field, adver- 
tising manager of the United States 
Shoe Company. “Our men on the 
road are continuing to send in 
many orders and I am sure we will 
far outsell our firm’s last year’s 
totals when the 1926 balance sheet 
is drawn.” 

“Our factory is so busy, George 
Vollman, Sr., and Ray Meyers did 
not go on the road this week, so as 
to enable the factory to catch up 
with the large number of orders 
now on file,” said George Vollman, 
Jr., advertising manager of the 
Vollman-Lawrence Shoe Company. 
“We have sold out three of our 
stock lines and if we could only 
buy more colored kid leather we 
could increase our business even 
greater than it is now. We are 
receiving a number of compliments 
from retailers on our decision to 
make turn shoes. Remembering 
the high quality of all our 
shoes, these men are more than 
pleased to learn of this new line 
and are awaiting the word to send 
in large orders.” 


Sees Patent Popular 


“I believe that patent leather 
will hold despite the great talk 
about gray kid and the deeper col- 
ors such as green,” was the opinion 
of L. B. Cahill, Jr., advertising 
manager of the Cahill Shoe Com- 
pany, who has just returned from 
an extensive selling trip through 
southern Michigan. “The talk .is 
about shoes to match dresses, but 
since deep colors are being shown 
in apparel for the spring and since 
such shoes are a little too high 
priced, I believe women in general 
will stick to black patent leather 
to wear with light colored hose. 
I was more than pleased with the 
amount of business I did in 
Michigan.” 
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, VeyUICe 


on from Coast to Coast 
pr" —and Easter 


just around the corner 


Let \reidcv ‘‘In-Stock’”’ 


Branches make your profits 


es 
Yraidoy «0, the Minute” in-stock 


service is maintained by six branches in 
convenient locations for quick shipping. 


* 
This makes it possible for Yrido. 


merchants to sell from a small stock— 
quickly filled in as needs arise—and No. B 7653—“The Olive” 
makes possible a fast turn-over of a Move te @ Fast One 
Full Chrome Patent Strap Pump; Mat Under- 


small stock, and better profit. lay on Vamp; Close Edge Welt; Grey Leather 
Lined; Combination Last 


s Child’s 8%—11 D Width $2.35 
YOO octwear for boys, girls Misses’ 11%— 2 D Width 82.60 
and the babies gives a hundred per cent ~~ 

satisfaction. The right lasts—good 

workmanship and the best of materials 

assure that. 


Write to Our Nearest Branch for Samples 


For Delivery 
March Ist 
No. B 7675—“The Ethel” 


No. B 926—“Northwestern” Full Chrome Patent Lattice Three Button 

Light Tan Oxford. © Sole. Full Balloon ORDER NOW Pump; This attractive pattern assures fit and 

tant. Soft Toe hoa” style. Leather Lined. Close Edge Goodyear 
Welt. Built over a Combination Last. 


Gent’ 10—13% E Width B 
Youth's 1— 3" 5 Width x4 Child’s 8%—11 D Width $2.40 
2%— 5% > Width “50 Misses’ 11%— 2 D Width $2.75 


OAS KraBore. 


Best Shoes for Boys, Girls and Babies 


FACTORIES DISTRIBUTING POINTS 


Annville, Pa. Middletown, Pa. New York Chicago 
Elizabethtown, Pa. Palmyra, Pa. Philadelphia Seattle 
Lebanon, Pa. Pittsburgh San Francisco, 165 Second Street 
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Snowy Winter Weather Moves 
_ ‘Heavy Rubbers 


Gaiters in Big Demand 


INTER is King in Northern 
\\/ climes. A wide area of the 

Atlantic Coast, and from 
New England to the Far West and 
Northwest was reblanketed with 
the heavy snowstorm of Feb. 10. 
The weather man “made good” last 
week on his many past promises 
and the country in general North 
of tropical climes has been visited 
with “heavy” weather. “Heavy” 
weather means heavy shoes and in 
this latter classification, the ga- 
losh and rubber boot come promi- 
nently to the front ranks of the con- 
sumers’ attention. 


BOUT a month ago, a visit at 
any of the rubber shoe sales 
offices would have found the sales 
manager consulting a weather map 
for storm movements. The visitor 
might hear a remark about as fol- 
lows: “All these predicted snow 
storms seem to pass. away some- 
where in air before the earth gets 
them. Retail shoe merchants must 
move a few more galoshes on their 
shelves before they will be inter- 
ested in any considerable amount of 
advance orders.” 


FTER about two weeks of 
promises, the prophesied 
snows and rains and gales, came 
with a vengeance. These focussed 
the attention of the public on rub- 
ber footwear—those who did not 
own a pair of heavy rubber goods 
made haste to purchase them—and 
the fact was forcibly driven home 
to the shoe buyers that heavy rub- 
bers were a necessity in winter- 
time in surely nine-tenths of the 
country. 


UITE in contrast with North- 

ern winter footwear stands 
forth at the present time the white 
canvas rubber soled shoes of the 
South. From Palm Beach comes the 
report of long trousers or knickers, 
or the new “shorts” of white duck or 
flannel, and white canvas shoe, with 
rubber soles; sometimes the shoes 
have a touch of tan to match the 
predominating color in a sweater. 





A suggestion for rubber shoe trim. In addition to galoshes, rubber 
boots, winter house shoes and rubber soled canvas footwear may 
be effectively featured. Note draped background of paper or cloth 


and artificially frosted trees. 


Narrow silver ribbon for “icicles” 


and artificial snow are decorative and easily procured. The back- : 
ground or this panel might be of silvered paper, or a mirror could | 
be used. The framework around the panel might be of glistening 


white enamel. 


A raised platform is always a good window display 


stand. A table might be used instead of a chair for the rubber 
boots—although if an attractive chair is available this gives added 
“character” and has the effect of “idealizing” the trim 


Where these oxfords are not of 
pure white, or white with tan trim, 
white with black calf trim is worn 
by the men to harmonize with a 
“character” touch of black, in a 
light pebbled weave cap and trou- 
sers, with sweater to match. 


Wanted — Invoices with Shipments 


HILLSBORO, OHIO—Ray J. McGlin- 
chey, of the Family Shoe Store, 
says that he feels the sending of in- 
voices with shipments is most im- 
portant. Mr. McGlinchey states 
that on October 22, he sent an or- 
der for an express shipment of rub- 
bers to a nearby branch rubber 
house. On Oct. 23, he sent a par- 


cel post order to the same firm. The 
goods were shipped promptly and 
arrived on Oct. 26. But on Oct. 29, 
three full days later, he had not re- 
ceived an invoice for either of the 
shipments, and as neither of the 
orders had been filled as sent, either 
as to the kind, or the number of 
pairs, he was obliged to let them 
lie inactive. 

On Oct. 29, he sent a collect tele- 
gram asking the rubber house to 
hurry up with the invoices. The 
rubber house was prompt in reply- 
ing that the invoices were mailed 
three days after the goods had been 
shipped. “This was delay enough,” 
said Mr. McGlinchey. “In reality 
the envelope containing the in- 
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voices was postmarked in an hour 
after the telegram was sent.” 


N my way to send the tele- 

gram,” continued Mr. Mc- 
Glinchey, “I talked to a clothier, who 
told me that he had at that very 
time goods in his store for four 
days without an invoice, but he had SNAPPY SHOES 
his duplicates to help him out. FOR YOUNG MEN 


ed to the minute Styles. Eeitins 
sé ITH the sort of weather we gleeae. ievcsliante. — 


have had these rubbers CRAIG-REED & EMERSON, Inc. 
might have been entirely sold in Boston ones 10 7 a. Room 30 
three days. Why can’t invoices be New York Office—Marbridge Bldg 
sent enclosed with the goods?—or 
at least, at the same time? I have BRIDGEWATER 
’ 


written this as a constructive ef- — bt, 
; ™ C/ se \ cr ~ ERA 
fort to effect better service to re lan ges ASSOCI te 


tail shoe merchants in this, and . 
other directions.” Factory, Bridgewater, Mass. 



































A. PACKARD CO. Makers 
BROCKTON 














NETTLETON Frederick Ryder Is Dead 


Shoes of Worth MANCHESTER, N. H.—Frederick 
Thomas Ryder, who will long be re- 


membered by those interested in the HAND TAILORED 
rubber shoe industry, passed away jn 
last month at Manchester, N. H. ecaronsteo> HAND LASTED 
M. Ryder was 68 years of age. His BION F-REYNOLDS Coun 
business connection commenced as BROCKTON, MASS. 
secretary to the late Elisha S. Con- - 
verse, for many years the head of 
the Boston Rubber Shoe Co. Upon STOCK DEPT.5 
Mr. Converse’s death, he became pane tl pa an 
assistant general manager. He re- i 
signed from this position in 1898 to matt eee 
become treasurer of the Easthamp- THE STETSON SHOE CO., Inc. 
ton Rubber Thread Co.; he was for Seuth Weymouth, Mass. 
a brief period thereafter affiliated 
with the Apsley Rubber Co., later as HENRY LILLY Co. 
sales agent for the Consumers Rub- 88-90 Reade St. New York 
ber Co. From 1914 until 1920, when AUCTION TRADE SALES 
he retired from business on account a 
of ill health, he was connected with 
the United States Rubber Co. in the SHOES and RUBBERS 
sales management of the sole and Every Wednesday and Friday 
heel output of the Revere Rubber 
Company. 

Mr. Ryder was a member of Con- 


verse Lodge of Masons, Beauseant 4 WHERE TO BUY . 
N Finds | 





















































Commandery, and of the Lodge of 
Elks, both of Malden, Mass. He is 
survived by a widow, two daughters Yq 
and three sons, Frederick T., Jr., 
Howard W., and Harry L. Ryder. 











) NU. SHI NE 
Hood Rubber Add to sveseeyen ipeiner 


Makes Old Shoes Look New 
Salesforce THE NU-SHINE CO. 


The Des Moines branch of the Mit. St. _ Reidsville, N. C. 
Hood Rubber Products Co., factory 
branch, A. J. Wylie branch manager, 
“Heel Foward. “=| is removing to its new building at 
SHOES 4 West Seventh Street. In connec- 

tion with the removal, several sales- 
BROCKTON, MASS. men are being added to this organ- 


Address all communications to the factery .ization and Nebraska and Wyoming 
territory is being opened. 
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.» Baltimore, Md. 














PARISTYLE FOOTWEAR MFG. CO., INC. 
ce Weahagies,fine EMS 


HIGH GRADE MULES and D’ORSAYS 


Made of Satin, Ouilted Satin, Embossed 
Leather. Tinsel and Brocade 








Profitable styles con- 
stantly in Stock. Send for latest price list. 
H. K. GARDINER CO., PITTSFIELD, N. H. 














EMIL RUBLACK 
Maker of Artistic 
Price and Sale Tickets 
Samples Mailed Free on 
140-142 WEST BROADWAY 
NEW YORK 
Ne. 250. $2.50 per 100 Established 1903 
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H. L. Githens Heads 
Atlantic City Assn. 


ATLANTIC CiTy, N. J.—At the 
meeting of the Atlantic City Shoe 
Retailers’ Association at the New 
Elks home on Jan. 28, H. L. Githens 
was elected president of the organi- 
zation for 1926. Other officers 
elected were Louis Shapiro, vice- 
president; Samuel Schellenberg, sec- 
ond vice-president; Meyer Marx, 
treasurer, and Russell Githens, 
secretary. 

Congratulations were then in 
order to two new members. Meyer 
Marx, of the Hanan Shoe Shops on 
the Boardwalk, has opened an ex- 
clusive shop on Atlantic Avenue, 
opposite City Hall. 

This is an example of a Fifth 
Avenue, New York, shop, and is 
complete with a mezzanine floor that 
will cater to children’s shoes. He 
was also congratulated on being 
elected as a director in the new 
regional association formed at the 
Traymore Hotel. Al Freedman, 
owner of the Style Shops, has opened 
the Blue Bird Shoe Shop at 1216 
Atlantic Avenue, selling women’s 
shoes exclusively at $6. 

The association plans to hold its 
Second Annual Shoe Style Show and 
Review at the Ambassador Hotel on 
March 9, duplicating the reviews 
held by the N. S. R. A. with living 
models. The public will be invited 
to see all the new styles that are 
being sold by the Atlantic City 
retailers. 

The association has adopted as its 
yearly slogan, “Look at your shoes, 
everyone else does.” Cooperative 
advertising is planned. 

All future meetings will be held 
at the new Hanan Shoe Shop on At- 
lantic Avenue. 


Frank L. Wilson Retires 


Washington, Ia.—After forty-six 
years in mercantile business in 
Washington, forty-one of them in 
the shoe business at the present 
site, Frank L. Wilson has severed 
his connection with the Frank L. 
Wilson shoe store as owner and 
sold to his nephew, Earl W. Cor- 
bin, and Charlie A. Barrett, who 
formed a partnership and took over 
the business Feb. 15. 

Earl Corbin has been connected 
with the business for twenty-four 
years. He went into this store as 
a clerk when he was a boy and has 
been connected with it ever since. 

Charlie Barrett was with the 
C. M. & F. Clothing Co. 





IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 

non pr. 

$1.15 pr. 
BLOG SHOE FINDING CO. BY. 
147 Duane St.. New York, N. Y. 














QUALITY BALLETS—  srocx 
on sc fm oii ins 
1.20 ikea 2% 

Hoe 1s Hoe i 
18c Extra = 
Also Men's and Wemen’s Slippers of every description 
METROPOLITAN SLIPPER 


co. 
134 W. B’way, near Duane St. New Yort 








Sum 
= 


328 W. Monroe St., Chicago, Ill. 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Style Bie2 Blk. Glazed 
Kid, Soft Toe 
Child's, 6 te My ayy 35 
Misses’ 11/2 te 2— 1.40 
Women’s, 2‘ te 8—1.45 
SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 








241 No. tith Street - Philadelphia, Pa. 














“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE co. 
ROCHESTER, N 


Boston Office, 183 B dg "Street 








‘ No matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 





































Fn a wp 

















Pt py rtereneneereseteeegeenegetpen oe enema eee ee enema eens 










PLR ener nee-epenenrnemeesaeetee mn 
: 





























T. W. Godsoe, Pres. F. E. Jones, Treas. 
W. G. Donald, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains .a Polish 


CREESE & COOK CO. 


Tanneries at Danversport, 95 South St., Boston, Mass. 














Beggs & Cobb, Inc., Boston, Mass. 











West Virginia 


The best raw materials contribute to 
Uniformity. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit NewYork Chicago 











ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 

















ARLE 
shoe patterns 


FOR MEN’S FINE SHOES 
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Brauer Bros. Shoe Co. 
Plans Expansion 


An issue of Brauex Bros. Shoe 
Co., St. Louis, common stock now 
being put on the market has been 
oversubscribed five times. This is 
a distinct tribute to the progress 
which this company has made in 
the last few years. 

A total of 15,500 shares of stock 
has’ been offered to the public, 
while the remainder of the 50,000 
shares will continue in the posses- 
sion of the present stockholders. 

This issue of stock has been made 
to finance a further extension of 
the company’s operations, according 
to a statement recently made by A. 
J. Brauer, president. The present 
production is 1000 pairs of women’s 
novelties daily. Before long the out- 
put will be increased to 1500 pairs. 

Mr. Brauer has worked with 
leather practically all of his life, 
except for a period of five years, 
during which he worked at model- 
ing and wood carving. But it was 
this very training in art that en- 
abled him to become a shoe style 
designer when he returned to the 
leather business. 

The firm of Brauer Bros. was 
started as a partnership in 1898, 
with a capital of only $40. Today 
it is one of the fast growing wom- 
en’s novelty concerns of St. Louis, 
operating two plants. 






| 

| 

| 
A. 


J. Brauer, president, Brauer 
Bros. Shoe Co., St. Louis 


R. I. Merchants to Meet 


PROVIDENCE, R. I.—The annual 
meeting of the Rhode Island Shoe 
Retailers’ Association will be held 
Tuesday, March 2, at a place to be 
selected by a _ special committee 
which has charge of the arrange- 
ments. The committee is headed by 
Fred Fenner, and includes Roy 
Whitmore and Joe Veroman. Presi- 
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dent Lafayette, at the last monthly 
meeting held at the Sullivan Com- 
pany store in Providence, also ap- 
pointed a nominating committee, 
consisting of H. Ballou, V. Dranville 
and N. Butler. 


New Plant for 
Hagerstown, Md. 


HAGERSTOWN, Mp.—Incorporation 
papers have just been issued to the 
Southern Shoe Manufacturing Com- 
pany, 56 and 58 East Washington 
Street. The new concern is incor- 
porated for $200,000, with $100,- 
000 common and the remainder 7 
per cent preferred stock. 

The new plant will be in opera- 
tion within the next thirty days, 
new equipment having already been 
ordered, and will employ about one 
hundred persons. 

The factory, which has not been 
in operation for the past three 
months, is leased by three local 
shoe men, who until recently have 
been identified with the Hagerstown 
Shoe and Legging Company. 

These three, J. Fred Fechtig, 
Roger C. Hershey and Harvey H. 
Heyser will be directors of the new 
concern for the first year, with Mr. 
Fechtig as president, Mr. Hershey 
as vice-president and Mr. Heyser 
as treasurer and secretary. 

Mr. Fechtig has been vice-presi- 
dent and assistant general man- 
ager of the Hagerstown Shoe and 
Legging Company for the past 15 
years, while Mr. Hershey had been 
with the same concern for a like 
period, first as salesman, later as 
superintendent of the Byron Shoe 
Manufacturing Company, and for 
the past three years has been super- 
intendent of the Hagerstown Shoe 
& Legging Company. Mr. Heyser 
was general manager and treasurer 
of the Hagerstown Shoe and Leg- 
ging Company since its incorpora- 
tion in 1911. 

The products of the new plant 
will be children’s stitchdown shoes, 
sandals and oxfords, which will 
probably be in several months. It 
will turn out about 2000 pairs daily. 


Rothstein in New Job 


L. D. Rothstein, who has been 
identified with the shoe business at 
Nashville, Tenn., and other cities in 
the Southeast, for some years, and 
was also with the Potter Shoe Co., 
at Cincinnati, Ohio, for a good many 
years, has recently become the man- 
ager of the Dan Cohen Shoe Store 
at Nashville. Mr. Rothstein has been 
in the shoe business for about 
twenty-five years and is well kno: 
to the trade. 
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The 
JIMARTEIT 
SJHOEL 

ofthe SEASON 










ATIN slippers and pumps have 
danced or stepped—into vogue. 
Paris decreed them smart...chic... 
indispensable for both day and 
evening—and America instantly 
bowed totheircharm. The manu- 
facturer with an eye for repeat 
orders chooses CEDAR CLIFF 
Shoe Satins for the dashing new 
footwear. He appreciates CEDAR 
CLIFF matchless beauty, marvel- 
ous lustre and superior wearing 
qualities. He understands, too, 
their attraction for the retailer ... 
ever on the alert to please his cus- 
tomers who demand the best. 









THE CEDAR CLIFF SILK CO. 
251 4th Ave., New York City 





Cedar Cuff SHOE SATINS 
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BOOT AND SHOE RECORDER 


Farsighted retailers forestall vain 
regrets by insisting om the use of 
AtpxaW oop Hest Screws dy the 
manufaurer. Animportant little 
detail that will safeguard your 
customer and help create goodwill 


WA AAALAAAAAAZS 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Emsarrassine situations of this sort are by no means unusual. 
The unfortunate lady is not only placed in an embarrassing 
position but also in an exceedingly dangerous one—for the 
loss of a heel often results in a painful fall. Who’s to blame— 
the wearer, the manufacturer or the dealer? It doesn’t make 
much difference, for the viétim always places the blame on 
the dealer and he unknowingly loses a valuable customer. 


Your customers are entitled to security as well as style and 
comfort in their footwear. ALpHa Woop HeeEx Screws 
eliminate loose wobbly wood heels. 


4 
4 
4 
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The “‘Flame’’ 


SHOE reflecting the ideals upon which the POSTMAN organi- 
zation has built its business. The best of McKays embodying 

individuality in style, plus honest quality that will bring profit and ea 

prestige to the merchant featuring the line. 


J. M. POSTMAN 


Smart Flexible McKays 
57-65 Hope St., 














Brooklyn 














‘“Postman Shoes of Character’’ 
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J There’s Beauty and Quality} 
a in this One-Strap 
A perfect fitting style that will 4 

make a strong seller at $10 retail. 






















IN-STOCK 
wy He & For Immediate Delivery 


hy Se “f) ”° 
o The “O’ Boy 


Last 600—Blond Kid, Ivory Scalloped 
Grey Kid 
18/8 Spike Heel 


mere tt) : Price $6.25 
— } Last 14—Patent Leather Strap, Plain 
14/8 Cuban Heel,Round Toe 


= : 
zs + Price $5.75 
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3 Last 11—Patent Leather Strap, Plain 
14/8 Cuban and Span- 
ish Heels, Mod. Toe 
Price $5.75 
Sold only in 
j Case Lots—36 pairs 
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Widths AA to C 


f 
: 


[| The Strongest Line of |] Artistic Shoe Co. 


Brooklyn Turns for Factory & Showroom 
$10 Retailing 5480 Throop Ave., Brooklyn, NY. ‘3 


New York Office, Marbridge Bldg., 34th St. & B’dway, Room 540. wa ‘| 
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| i BRAIDED SHOES 


The Sensation of the 
Southern Season 








ae ran 


Now the Leading Mode 
for Northern Spring 


“A Suitable Model for Every Occasion” 
Offered in Many Beautiful Styles & Colorings 


by the 


GOLO SLIPPER COMPANY 


129 Duane St., New York, N. Y. 803 Security Bldg., Chicago, Il. 
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AO 


AUTOMATIC 
FASTENER 







GAITER 
The Latest—The Best— The Most Practical 
WAIT FOR OUR SALESMAN 





ww) 
RUBBER SHOE CO. 
Factory: Malden, Mass. 


New York Chicago Philadelphia 
142 Duane St. 618 W. Jackson Blvd. 25 No. Fourth St. 
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IN STOCK 
AFTER MARCH 15TH 


TWO STYLES IN 
3 W’s LENOX SHOES 


That Have Taken Our Trade by Storm. 
PATENT LEATHER, ELASTIC ers — oe Section Show Their 
FRONT GORE, STEP IN niversa ppeal. 


GEG, BIG WD Bocce cccccsccccccctsccccocceve $1.90 








Ge cy A in hb tne 056 6000 s000800s000enseees 2.10 
6503 Growing Girl’s, 2% to 6, Broadtoe.........eseeeeees 2.50 
7503 Growing Girl’s, 2% to 6, Mediumtoe................ 2.50 






Women’s, (Cuban Heel), 2% to 7.........-2-esee0es 2.50 













SAMPLES SENT 
AT OUR EXPENSE 














PATENT LEATHER 


Weimer, Wright & Watkin Co. COLONIAL BUCKLE 






GEOR .. GEMM a, BH 00 Was cccccccccperccccsosenns aceccoas $1.90 

39 SOUTH SECOND STREET ee ee Oe og. cowadabucdabeane 2.10 
’ 6502 Growing Girl’s, 2% to 6, RBroadtoe............6.0005 2.50 

PHILADELPHIA, PA. 7502 Growing Girl’s, 2% to 7, Mediumtoe.............005 2.50 

’ 8502 Women’s, (Cuban Heel), 2% to 7...... Voesesebuaee 2.50 
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FASHION 


A New Step-in Pump 


OLLOWING the dictates of 
Dame Fashion we have devel- 
oped this smart model in Newcastle 
Blonde Kid trimmed with Bois de 
Rose Kid—built over our celebrated 
1100 Last with 18/8 Spanish heel. 


We are also making the Fashion in 
other combinations of leather and 
in the most wanted shades of satin. 



















MADE TO ORDER ONLY 


Four to Five Weeks Delivery 


W.H. LAMPE 


Shoe Co. 


MANUFACTURERS 
















FASHION 
INT LOUIS 


MeaoodgMoereomreramon 
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for the famous 


5 SERVICE STATIONS 





GOODYEAR GLOVE 
RUBBERS 





MARION, - . IND. 
COLUMBUS, OHIO 
DETROIT, - MICH. 
CHICAGO, -_ ILL. 
GRAND RAPIDS, MICH. 


Faultless in fit, built for 
enduring service, Goodyear 
Glove Rubbers are featured 
by the finest stores. 


MEN’S SHORT BOOT 


Black with Red Sole... . $3.60 
Red or Black with Gray 
1 4.25 


Men’s Hip or Sporting 
with Red Sole 5.35 


These Superior Quality boots 
are doubly reinforced with 
fabric at all points of strain 
and flexing to prevent break- 
ing or cracking. The rugged 
red and gray soles give longer 
service. 


( 





{ 
{ 
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& 
The Popular Golfmox 


” - 
2652—Brown 
2651—Tan 


Child’s, 8%-11.....$3.05 Men’s, 6-11 . 

Youth’s, 11%-2.... 3.30 Women’s, 3-8...... 4.00 

Boy’s, 21%4-5%..... 3.85 Men’s and Boys’ C & D; 

Women’s, B & D. 
With Heavy Plantation Crepe Soles 

With “Wescott” Soles, 5S0c above these prices; 

“Du Flex,” 25c¢ below; Chrome leather (waterproof or 

plain), 50c below. 

Shipped in 10 days from receipt of order. 

True moccasin construction (the upper goes completely under 
the foot—hand sewed toe which will not rip), Elk upper—Good- 
year stitched outer sole. A very flexible, free fitting Sport Shoe. 
Send for complete catalog, showing “Slippermox,” ‘‘Kiddiemox” 
and “‘Golfmox”’ styles—many carried in stock. 


Boston Salesroom, 72 Lincoln St., Room 33 
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Meartoifpnpber Coy 








The Peary 4-Buckle 


RELIANCE BRAND 





Misses’—British Last 

Children’s—British Last 

Men’s—British and 
Lasts 


Boys’—British 
Youths’—British 


Wire or mail your order to 
the nearest branch; it will 
be shipped completely the 
same day received. 


Prices subject 
to change with- 


out notice. 

















Imported English 
Field Boots 


IN STOCK 


These English field boots 
are full leather lined, 
with stout first quality 
double sole, and have 
that custom-made ap- 
pearance and_ distin- 
guished style. They are 
easy fitting and com- 
fortable, and are the 
products of workmen 
having behind them the 
traditions of generations 
of fine shoe making. 


No. B-2778 
$13.00 
Per Pair 

Cap or Plain 

Toe 


COLT-CROMWELL CO., Inc. 


596 BROADWAY NEW YORK, N. Y. 
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WE ARE SPECIALIZING ON “KEWPIE TWINS” 
| WITH GREATER PRODUCTION AND LOWER PRICES 


OUR AURORA, MO. FACTORY IS NOW DEVOTED EXCLUSIVELY TO THE PRODUCTION OF THE NEW 


KEWPIE TWINS 


SHOES FOR CHILDREN 


PATTERN PATTERN 
72 THE COMPLETE SPRING 61 


LINE EMBODIES ALL THE 
NEW LEATHER COMBINA- 
TIONS, NEW AND EXCLU. 
SIVE COPYRIGHT PAT- 
TERNS TOGETHER WITH 
PRICES THAT WILL IN- 
SURE YOU A TWELVE 
TIME TURNOVER. 





ALL ORDERS FILLED 





KEWPIE TWINS PATTERN 72 IS A FRONT IN ROTATION PATTERN 61 IS A 
STRAP SANDAL IN PATENT LEATHER ORD WITH FANCY 
| WITH BLONDE KID TRIMMING—GENU.- OVERLAY ON QUAR.- 
| INE GOODYEAR STITCHED. OODYEAR STITCHED. 





THE JUVENILE SHOE CORPORATION 
OF AMERICA 


CARTHAGE MISSOURI 
“THE STANDARD OF THE WORLD” 




















4 | The Difference 
fo a S| Between Turns and 


profits selling my boudoirs. My line 


is Ls ope on aay and my 
service is app ‘or it is up 
to the minute. Black kid styles Cc. ays 
carry leather or rubber heels. Colored 
kid, leather heels only. 


Shipments in 36 pair cases. 
Deliveries at once. 





This is only one of the sub- 
jects discussed in a 16-page 
booklet—just off the press. In 
addition to telling how turns 
and McKays are made, there 
are, also, chapters on the welt 
and stitchdown processes. Ac- 
curate and authoritative. We 
vouch for it. 
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“The Place to Sell Hosiery Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” 
started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- 
chants are putting in hosiery depart- 
ments. Each month the ‘idea grows 
bigger. 

So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 
Boston, Mass. 


——— 
+--+. 


25 cents per copy 


(cash with order) 


Boot and Shoe Recorder Pub. Co. 
207 South St. Boston, Mass. 
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page per issue: 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth 


ITION OR LINDE WANTED—Four cents per word for each 
i on. jum amount accepted, seventy-five cents. For 
other ‘‘Want’’ advertisements, seven cents per word for each 
insertion. Minimum amount acce 








Space l1time T7times 13 times 
1 in......$5.00 $4.00 $3.50 


2 in......10.00 8.00 7.00 
8 in......15.00 12.00 10.50 
4in......20.00 16.00 14.00 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 





26 times 62 times 
$3.00 $2.50 lication date. 

6.00 5.00 

9.00 7.50 
12.00 10.00 ~~, - AA 


$1.25. 
Ads under these headings will be received at the Boston office of the 
Boot and Shoe Recorder up to noon on Monday of week of pub- 
When advertisers desire answers to come in care 
of this office, twelve words must be allowed in each advertisement 
for address. When advertisers desire replies forwarded direct to 
their address, each word of the address must be counted in the 
advertisement and paid for accordi 
words inch 


ingly. m di y space is 
Answers to ads must sent under 




















SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 














We have openings for good salesmen in 
the following States: New York, 
Massachusetts, West Virginia and 
Maryland, Virginia, Ohio, Kentucky, 
Illinois, Michigan, Indiana. Line con- 
sists of excellent Stitchdowns for in- 
fants, children, big girls and boys. We 
want go-getters and will pay them well. 
Men traveling by car preferred. Give 
full details in first letter. All corre- 
spondence strictly confidential. 


Address B-976, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 








Salesman wanted with a following to sell 
a low price snappy line of ladies’ novel- 
ties. Our line is a sure money maker 
for one who can produce. Our commis- 
sion is from 5 to 7 per cent payable 
first of every month. We will give a 
drawing account to producers. Reply 
first letter giving references and terri- 
tery desired. 


SELWEL SHOE CO. 
130-132 Lincoln St., 
Boston, Mass. 


About twenty samples in all. 


Nevada. 


Address B-967, care of Boot & Shoe Recorder, 207 South St., Boston, Mass. 


SALESMEN WANTED 


A middle west manufacturer of high grade shoes is starting a factory to make 
men’s welts to retail at $5.00. Also a few Boys’ style shoes. All carried in 
stock for quick delivery and using high grade lasts and patterns throughout. 


Will consider placing line on commission basis with responsible representatives 
of some women’s or children’s lines who have established trade in the following 
states: Colorado, Utah, Wyoming, Montana, Idaho, Washington, Oregon and 















at once, and the amount of your sales for the 
and Shoe Recorder, 207 South St., 


SALESMAN WANTED 


To sell a well-known and medium high-grade line of women’s McKays and welts in the States 
of Minnesota, North and South Dakota and part of Wisconsin. We have a certain amount 
of established business in this territory and will only consider men who have already travelled 
this territory. When writing us your first letter be sure to give references which we can use 
st few years. Address B-943, care Boot 
oston, Mass. 

















Volume salesmen can find excel- 
lent connection with strong line 
of stitchdowns. Territories open: 
Middle West, Far West, Coast, 
South Atlantic. Applications 
wanted from men who have been 
selling jobbers, department stores, 
chain stores, and big lot_ buyers. 
We will pay them well. Give full 
details in first letter which we will 
treat confidentially. Address B-977, 
c/o Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


SIDE LINE SALESMEN WANTED 
Short Line Popular Priced Children’s turn Novelties. 
SOUTH, MIDDLE WEST, NORTHWEST AND COAST 


Straight 7% Commission. References, boundaries of territory, name of present 
employer, must accompany application. 
with established trade. Lines ready March Ist. 


SCHUYLKILL SHOE CO., 


Will not consider any except men 


ORWIGSBURG, PENNA. 




















RESIDENT 
SALESMEN WANTED 


in the following cities: Pittsburgh, Chi- 
eago, Boston, St. Louis, Philadelphia, and 
San Francisco or Los Angeles. Unusually 
attractive line of big value stitchdowns. 
Applicants may also have some non-con- 
flicting line. Please give full details in 
first letter which will be read by_pres- 
ident of the company only. Address 
B-978, care Boot and Shoe Re- 
ecorder, 207 South St., Boston, 
Mass. 


OPPORTUNITY FOR 
TWO HIGH GRADE 
SALESMEN 


TERRITORIES: 
1. South Carolina, Georgia and Florida. 
2. Alabama, Mississippi and Tennessee. 


One of the most progressive wholesalers 
of ladies’ novelty footwear in high and 
medium grades—turns and McKays—is 
seeking the services of resident men for 
the above territories. Must be well 
acquainted with trade and be able to 
show successful record. Give all par- 
ticulars in first letter to be treated in 
absolute confidence. Address N-535, 
care Boot & Shoe Recorder, 239 
West 39th St., New York. 


EXPERIENCED SALESMEN 
Wanted with following to sell factory 
line of women’s novelty McKays at popu- 
lar prices on commission basis. In-stock 
Department. Side line arrangement con- 
sidered. This is a worth while propo- 
sition. Address B-974, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 

















WANTED 


Salesman of ability and following in 
retail trade to carry line of Children's 
fine turns in Philadelphia, New York 
City and New Jersey. Commission and 
drawing account. Gentile only and give 
references. Address B-973, c/o Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














SHOE SALESMAN 
Must be Experienced 


Fine line of children’s, Misses’ growing 
girls’ and women’s. novelties at popular 
prices. Jersey territory open, also rt 
of New York and Brooklyn, also Z 
Island. J. Jacobs & Sons, Inc., 
105 Reade St., New York City. 


Boot and Shoe Recorder, 








SALESMAN WANTED 


For the states of Iowa and Illinois (omitting Chicago) and Kansas City, Mo., and also certain 
ints in Wisconsin, to sell well established and well known line of women’s medium priced 
cKays and welts. There is already a nice established business in this territory. Will only 

consider men of some ex ence as salesmen in this territory. Send pl f » 

amount of sales, and working oreupument desired in first letter. Address B-937, care 
South St., Boston, Mass. 
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SALESMEN WANTED 





SALESMEN WANTED 
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SALESMEN WANTED 


Men with a following among 
the good class trade, conversant 
with corrective footwear, to es- 
tablish a volume business on 
the Certified PROVEN ARCH 
Shoe for men and women. Sup- 
ports the arch across the ball as 
well as from heel to ball. Histyle 
—lInstock line. Rich territories 
open south and southwest. 


Stonefield-Evans Shoe Co., 
Rockford, Illinois 











SIDE LINE SALESMAN 


Side line salesman wanted for snappy 
line of Dr. Chase’s y gee Comfort Chil- 


dren’s shoes. Can from stock. 
Line that will stay sold in is 
store. Write at once. Address B-955 
care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


SALESMEN WANTED for retail and depart- 
ment store trade. Medium grade up to the 
minute line of genuine Goodyear welts. Best 
numbers carried in stock in season. Can 
carried as side line. To be sold on commission 
basis. None but men with established trade 
need apply. Furnish references with first letter. 
Following territory open: Ohio, Indiana, Illi- 
nois, Kentucky, Arkansas, Missouri, lowa, Wis- 
consin, Minnesota, North and South Dakota, 
Nebraska, Kansas, Oklahoma and Texas. Cen- 
tury Shoe Co., Inc., Macungie, Pa. 


EXPERIENCED SALESMEN WANTED 
for California, Washington, Oregon, Idaho, 
Montana, Wyoming, Nevada, Utah, Colorado, 
Arizona, New Mexico, by Bedford Shoe Ce., 
Carlisle, Pa., who produce infants’, Children’s 
and Misses’ turns, patented welts and straight 
Goodyear welts, and by Johnson-Baillie Shoe 
Co., Millersburg, Pa., who produce owing 
Gs: misses’ and children’s flexible cKays. 

ish to divide territo between two men. 
Established trade. 





Commission basis. 


WANTED— Experienced salesmen for follow- 
ing territories: Illinois, Ohio, Iowa, Wis- 
consin, Minnesota, North Dakota, South Dakota 
and Montana to work on a commission basis. 
We pay 7% and advance half of commissions 
earned weekly, on accepted orders, settlement 
monthly. Give references in your first letter. 
Here is a Pepu ular priced line of Men’s Medium 
Fine Welt Shoes retailing at four, five, six and 
seven dollars. Address B-968, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 














A Real Salesman for a Real 
Good ae 


To cover Southern Territory. Women’s 
high ao turns to neta at $10. ee aes 


$12. er Shoe fs. 
Con, 158 SS Beeaktas. Brooklyn, 











SALESMAN with established trade in Mon- 
tana, Washington, Oregon and Idaho to sell 
on seven cent commission, Misses’, Chil- 
dren’s and Infants’ Turn Shoes to Retail 
Trade. References necesary. Edward UH. 
Kennedy, 9 Furnace St., Rochester, N. Y. 





SALESMAN FOR NEW ORLEANS 
For Women’s Line of up-to-the-minute 
novelties in stock. Line can be profit- 
ably retailed for $3.50 and $4.00. Line 
now established in territory. Good prop- 
osition for live wire. Write full - 
ticulars at once. Address B-979, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











SALESMEN to to sell side line all leather <4 
ble turns 1/5 and stitchdowns 2/11; popular 
priced wae oe 4 shoes in stock. Give full a. 
ticulars. cent commission. Maize 

Co., 420 St. Paul, Rochester, N. Y. 





WANTED 


Gentile salesman with established high 
class retail trade to carry a line of fine 
Children’s Turns. Very liberal commis- 
sion to right man. Give references and 
state territo desired. Address 
B-972, c/o Boot & Shoe Recorder, 
207 South St., Boston, Mass. 











WANTED—Side line salesmen for may * ~ 
‘ oto five hem need retailers, me. 
irect from man acturer. gr 
ience, territory and fog line. ving 
-929, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








i, mani — priced 

men’s welts, in follo' territories: No. 1— 
is and Mi No. 

County, Illinois; No. 3—Ar oO 

an uisiana; No. 4—Texas. A 

should be accompanied information and 

were all of s 


Address B-953, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 








MANUFACTURER of Women’s Medium 
Priced Welts desires experienced side-line 
salesmen throughout the country. Twenty-five 
numbers in stock at all times, includirg staples 
and novelties. Liberal monthly commission and 
yearly bonus. Address B-969, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





SALESMEN WANTED to carry in connection 
with present line our well known Infants’ 
Soft Soles and Infants’ and Children’s Turns 
and Stitchdowns in 1/5—4/8—8%/11. Line is 
old, firmly established and we pay high rate of 
commission. Desirable territory open. Give 
full particulars in first letter. Applications 
considered only from men with established 
trade. J. J. MacMaster, Rochester, N. Y. 





WANTED—High class salesman to travel 
Kentucky, Tennessee and Alabama by one 
of the best known manufacturers of women’s 
high grade Welts and McKays in the country—— 
nationally known and nationally advertised. 
Only salesmen having an established trade in 
this territory will be considered. We are pre- 
pared to turn over a large business to the man 
who can qualify. Apply in writing, telling 
your complete story in your letter. All repl’es 
will be treated with confidence. Address B-971, 
care Boot and Shoe Recorder, 207 South St., 
toston, Mass. 





SALESMAN FOR CHICAGO 


Business getter with a following wanted 
by long established manufacturer making 
balanced line Welts—Style McKays and 
Comfort Turns. In Stock proposition. 
Salesman with ambition and standing, 
not job-hunter, can make this profitable 
position. Address B-980, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 








North Carolina salesman wanted by 
manufacturer of men’s specialty line of 
shoes to retail for $5.00. Six per cent 
Commission. Have established Business. 
Give Reference and state who repre- 
sented in the past. Only experienced 
salesmen need Pu Address B-981 
care Boot oe Recorder, 207 
South St., Boston, Mass. 














THE following States available on popular 
priced line Stitchdowns made in modern up- 
state New York factory; City of Detroit, New 
England, New Jersey, Southern Pennsyivania, 
Maryland, Delaware, Ohio, Illinois, Indiana, 
Iowa and Pacific Coast. Can be carried with 
non-conflicting line. Satisfactory commission. 
opportunity. References required. Ad- 
dress B-959, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





IVE Salesman’s Opportunity. Salesmen 

wanted in all parts a the United States to 
carry as side line on commission one or two 
latest style Novelty Women’s Shoes in stock. 
$5 sellers. New styles twice a month. Great- 
est value ever. No extra work. Sell fast. 
Write us your present line and territor Ad- 
dress B-960, care Boot and Shoe Recor er, 207 
South St., Boston, Mass. 





SALESMEN wanted to represent manufacturer 

of snappy up-to-date: ladies’ McKay Novel- 
ties to retail from $4.00 to $6.00 on a straight 
commission basis of 5 per cent. All territories 
open. Give experience and references in first 
letter. Address B-961, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





XPERIENCED SALESMEN WANTED for 

Missouri, Kansas and Illinois by Bedford 
Shoe Co., Carlisle, Pa., who produce Infants’, 
Children’s and Misses’ Turns, Patented Welts 
and straight Goodyear Welts, and by Johnson- 
Baillie Shoe Co., Millersburg, Pa., who produce 
Growing Girls’, Misses’ and Children’s Flexible 
McKays. Commission basis. Established trade. 








LINE WANTED 





ANTED—Salesman in Indiana, Illinois, 

Nebraska, Kansas, Colorado, Utah, Idaho 
and Wyoming to carry our A. B. line of in- 
fants’, children’s and misses’ turn shoes on 
commission. Can be carried with non-conflict- 
ing lines. Ketner Krater & Co., Orwigsburg, 
Penna. 





FIRST CLASS SALESMEN for the following 
territories: Alabama and Georgia; Arkansas, 
Louisiana and Mississippi; Oklahoma and 
Texas. Resident preferred. Only men of 
sales record need apply. Women’s high style, 
light corrective shoes, to retail at popular prices. 
Rig opportunity for the right man. Address 
a 975, care Boot and Shoe Recorder, 207 South 
, Boston, Mass. 





WANTED— —Experienced Side Line Salesmen. 
To an pe us in x a g territories: 
Pennsylvania, Ohio, Texas, rkansas, Okla- 
homa and Indiana. We =o ion a snappy 
line of Growing Girls’ and Women’s High 
Grade Shoes in year Welts to retail at 
$5.50 to $7.00. About 15 samples—some 
carried in stock—best of service. Will pav 
8% straight commission to men of good record. 
State experience and give reference. Mention 
line row carried. Reply assured. Ebner Shoe 
Co., 2636 Fond du Lac Ave., Milwaukee, Wis. 





Wee ee for Louisiana, Michi- 

and South Carolina to carry 
line 3 fat selling women’s mney McKay 
shoes, $3.15 to $4.50 wholesale. No objection 


to men carrying pencontiotieg line. Liberal 
commissions, 8o advances, monthly campaseane. 
Only men with established wate need apply 
Send references with first letter. Shu- Stiles, 
| aa 1330 Washington Ave., St. Louis, 
Mo. 


INE WANTED—Ladies’ popular priced es- 

tablished line for Ohio. Experienced 17 
years. Address B-964, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





ANTED—For the State of Florida, line of 

Ladies’ Novelty Shoes in stock. Can 
promise good business. Address Box 716, 
Hollywood, Fla. J. N. Emlrey. 





ON CONSIGNMENT 


Well located shoe store in New York 
City would like to arrange to handle 
men’s and women’s $4 and $5 retailers 
on consignment basis. Opportunity for 
manufacturer to make ofitable deal. 
Box 32, College Station, New 
York City. 

















WANTED TO BUY 











SAMPLE TRAYS 


Telescope type. New or second 
hand. Cash Paid. 


M. Finkevitch, Inc. 
138 Lincoln &St., 
Boston, Mass. 
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FOR RENT 


FOR RENT 


MISCELLANEOUS 








shoe district. 


FOR RENT 


Plumb in the Center of New York’s Shoe District! 


A first class sales office and display room in the heart of the New York 
Will rent this exceedingly desirable space for one substantial 
line or to two non-competitive houses. 


B-944, c/o Boot and Shoe Recorder 
239 West 39th St., New York City, N. Y. 


For details address 

















At the Busiest Retail Corner 
of Buffalo. In the heart of 
Department Stores and Shop- 
ping ey Store 22 x 50. 

Apply 300 Bramson 
Bldg., Buffalo, N. Y. 











FOR LEASE 


FOR LEASE—Space in women’s and misses’ 
ready-to-wear store for high grade shoe de- 
partment. Situated in bustling Central Ken- 
tucky city of 50,000 population. Store strategi- 
cally located in center of business district. If 
interested address B-950, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 

















FOR SALE 


WANTED TO PURCHASE 





Successful Brookl shoe factory of 
long standing, with geet production 
for sale. Entire equipment and good 
will included. Unusually good oppor- 

tunity for an advantageous purchase. 
Act quickly. Address N-534, care Boot 
and Shoe Recorder, 239 W. 39th St., 
New York. 





Ce. paying shoe store of long standing. 

A-1 condition. One of the best 
pat oy sized towns in Central New York. Ag 
proximately $5000 stock. A wonderful oppo 
a for a live wire. Address B-949, oabe 
Boot and Shoe thesasdee, 207 South St.; Bos- 
ton, Mass. 





FOR SALE—Only exclusive Shoe Store aad 
to-date re shoe in town of 100 
location. Good cag 
cod reason for selling. May be ht with 
or without building. on’t answer unless = 
mean business. Address Roy Wolcovsky, Ban- 
gor, Wisconsin. 


lation. G 





OR SALE—National Cash Register, five 

drawers. Serial No. 2103211, size No. 954 
3) RS-E-5 F, walnut finish, electrically motor 
riven. Will sell at bargain. Has been used 
two years. Address B-970, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





FOr SALE—Shoe Store, town 15,000, central 

Nebraska. Fixtures $400.00. Stock in- 

voices about $5000.00. Good trade established. 

A money maker. Very low overhead. Address 

-* 525, care Boot gg ~ Recorder, 239 W. 
th St., New York, N 








Metal Shoe Fitting Stools 


zee, THE CHICAGO 
WIRE CHAIR CO. 


621 N. La Salle Street, Chicage, il. 











CASH PAID 


‘or entire shoe stocks or surplus stocks 

of shoes or other merchandise. 

quantity. Prompt attention given. 

KIRSCH-BLACHER CG., Inc. 

622-624 Broadway, New York, N. Y. 
Phone Spring 1443 














A New Beaded Strap Ornament 
That Beautifies the Shoe 


Made to fit right on a one strap shoe 
cor suitable for manufacturers to use 
in place of a one strap. 
Reasonably Priced. 
Supestes Shoe Ornament SS ge 
oward Ave., Brooklyn, 














CASH PAID 


for shoe stores or surplus stocks of 

shoes or for other — me 

taken over. We will send a repre- 

sentative to investigate and “mabe 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 


IDEAL ROLLING 
LADDERS 








are 
25% Ch 
Se cheers 
Write for Ostdog 
Buccess Furniture 


Sheet 























We bu uick and pay 
ysiee for. retail and = Bn yg he stocks 
of shoes or any, other merchand! 
at er no object. 








POSITION WANTED 


T? a manufacturer of women’s or children’s 
shoes of the medium des looking for vol- 
ume turn-over in New York and New Jersey, 
a man of successful record, 18 years’ experience 
with following, invites ae 
lish New York ard # necessary, an 
finance himself. A 3, care Boot and 
Shoe Recorder, 239 W. 39th St., New York 


City. 








SHOE BUYER and Manager—eight years in 
that capacity with one store; State St. ex- 
perience also, wants connection ‘with live store 
in Chicago or vicinit Address B-963, care 
Boot and Shoe Recor er, 189 W. Madison St., 


Chicago, Iil 





RETAIL MANAGER and buyer open for po- 
sition after March 1. Ohio preferred. Ad- 
dress B-965. care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


for entire shoe stocks. We also buy 
tities 

Wire or phone us. 

confidential. Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 
, hats, fur- 


BUCKLES—NOVELTY MATERIALS 
BROCADES 


For the most 
Exclusive 
Custom 


“AIGLON” 
Shoe Trees 
Patented 


Genuine 
Lizard 


AIGLON SHOE CREAM for Cleaning 
Gold and Silver Kid Shoes 


50 ce 
Ss. Ae saree, 
61 West 50th St. - New York 























WANTED TO PURCHASE 








THE 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 














FOR CASH 


We offer you cash for surplus shoes, slow 
sellers, and manufacturers’ cancellations. 
Also buy entire shoe stocks. Quick terms. 
25 years in the jobbing business. 


MARTIN POSNER & CO. 
326 Church St., New York, N. Y 
Phone Walker 5846 

















February 20, 1926 BOOT AND SHOE RECORDER 




















—— 
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WINDOW 4 New and Used Chairs 


DISPLAY 
FIXTURES for the Dealer 
Improved Featherweight 


Made by 


Segall & Sons 


933 Arch St. 
SCRURCHILL i FG. = 3 solor and recov 

reet, cok 7 

PHILADELPHIA Lowell. Mase. 
ered to match fix- 


weather comes. Retai! 
Made 
. No 3—f y 
overshoes. , 
" pply your jobber— 
Are Business Getters a! tures or furniture. 


Save floor space 
and make your 
store more attrac- 
tive. 


Ioforboodoefordorfordorfofonort> 


Finished in any 














Send for Catalog and Prices feleieielebeeicieleiek 
Milbradt 


Stock always on 
Ladders 


hand. Shipped 
anywhere. 

made for 40 years 

by the original in- 

ventors. 








Prices: From 


2.00 each up. 


Made in all styles . r » 
to cult amy shelving Crown Motion Picture Supplies 


condition. Now located at 729 7th Ave. 
Get our prices before New York City 
placing your order 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
\ y ST. LOUIS, MO. 
The big H-W line 
of shoe store chairs 
covers all seating °, nT Tor cel 
needs. Investigate SHOE CARTONS 
our free seating 


service. for e exclusive shoe trade 


PRICE-SERVICE-QUALITY [Jt . Wood 
THAT SATISFY : P Made Only of 
me . IMMEDIATE 
FRA MEYER SHIPMENTS 
iO Cara Be vsively nd for Catal 
Baltimore, Maryland Los Angeles, Calif. ze ml ASE LS emia Tag Oseae Onna Cn 


Boston 45, Mass. New York, N. Y. 2 </> LEXINGTON AVE 
Tiw. FOURTH $V. 
Buffalo, N. Y. Philadelphia, Pa. BROOKLY vl ¥ CIN CINNATS, © 


Chicage, Illinois Portland. Oregon " WR1OR MERS 
Kansas City, Mo. San Francisco, Cal. C rerat ae oot | ene, 


St. Louis, Missouri Complete set of a : ce N K re N 


ESTABLISHED 1880 | 


SHOE CART ON . 
e CUT i New Shoe Stores 
a de S Jerome’s Bootery, Boston. 
and C. A. Orendine, 106 S. Central 


| 
We design = he mos : Every Type Street, Knoxville, Tenn. 





















































Rhinestone The Leader, Pulaski, Tenn. 
— Newark Shoe Store (H. E. Ander- 
an son, manager), Decatur, III. 
Ornaments B. E. Hurwitz, Childress, Texas. 
Newark Shoe Store, Fayetteville 
and Hargett Streets, Raleigh, N. C. 


Diageo, Teen Weeeee Ci. The Peacock Shop (Robert H. 


; f 
| of those used } ; the be latel= Ti aC = 


Ps 
| Lomplele sel of sample 


ser 


ANT 


Manufacturers Peel, manager), Tulsa, Okla. (Shoe 
1210 Ne. 7th St., Philadelphia, Pa. Department.) 
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